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What They Bought # Easter 


Water-snake Led in Many (enters; 
Variety —Marked Demand 


E make a prediction. The most striking feature, 
Wi ecctwse of the Easter parades in various cities 

of the country will be water-snake shoes in 
beige and gray. Of course, Easter no longer marks the 
opening and peak of the Spring shoe season as it did 
years ago. The dress-up idea at Eastertime has been 
largely lost, but still there is a certain amount of busi- 
ness that is stimulated by the approach of the big Spring 
holiday and for old sake’s sake if for nothing else, it 
is incumbent to make a look around in the week or two 
preceding Easter to discover just what is selling—and 
what is not. 

Taking a quick look around New York, Philadelphia, 
Baltimore, Detroit and St. Louis, it is found that in the 
two weeks preceding Easter water-snake stood out as 
the outstanding shoe material, 
so far as consumer demand 


seem to have cut in, to some extent, on the expected 
volume of the sun-tan kids, which have been touted as 
the big Spring sellers. Taking the situation as a whole, 
it may be said that the sun-tan kids have not sold as 
well as most merchants expected they would. Most of 
them feel that a strong demand for them will spring up 
later, but it is certain that, in the main, the volume of 
them so far has been disappointing. 


HIS does not mean that sun-tan kids have not been 
selling. Fair demand for them is reported in all 
centers, but only a fair demand. 

Slate blue, navy blue, purple, green and red also have 
jumped into the pre-Easter picture. The I. Miller shops, 
for instance, in New York, Philadelphia, Atlantic City, 

and in Baltimore, where a new 
store was opened only two 


was concerned. Many stores in 
the cities mentioned ran short 
of water-snake shoes, having 
underestimated the early de- 
mand. Pressed for predictions 
on how long the consumer de- 
mand for water-snake will con- 
tinue, most retail merchants are 
evasive. Apparently most of 
them expect it to take a sudden 
drop in consumer favor. 


Beige and gray lizard, either 


in whole shoes or in combina- 
tion with kid also has been an 
extremely good  pre-Easter 
seller. The two taken together 
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The Next Styles Conference 


Fall Styles Conference, May 7 and 8, 
Hotel Astor, New York. The grand 
ball room is turned into a leather 
guide for the materials of next Fall 
and Winter. 


The conference this year amplifies its 
color selections by designatng nine 
colors and shades for daytime wear, 
twelve colors and shades for evening 
wear, and four shades for men’s wear. 


Every indication points to the biggest 
meeting of the al trades ever held. 


ee we wel 


weeks before Easter, have all 
had a heavy run on colors— 
particularly the slate blue. An 
earlier than usual demand for 
pastel shades of kid—pink, blue 
and orchid—also was felt in 
these stores. 

Need Hess, in Baltimore, 
shortly before Easter, was pes- 
simistic on sun-tan shades. He 
had been selling reptiles and 
the colors—blue and some green 
and red. Reptiles, in his store, 
were not as strong as in other 
stores in Baltimore and the 
other cities mentioned. Here 








and finished with a 
solid leather heel, 
to complete her 
black and white 
sports cos- 
tume at Palm 
Beach. 


Mrs. Samuel Rem- 
bert, Jr., selects a 
high - cut one- 
strap shoe of 
white buck, 
trimmed 
with black, 
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is a thought, if a shoe retailer has a close following 
clientele, he can and often does, sell a “dark horse” that 
other merchants have not backed as heavily as he has. 
This is true of such stores as Hess in Baltimore, 
Geuting’s and Steigerwalt’s in Philadelphia, the Saks 
Fifth Avenue shops in Atlantic City and New York, 
Slater Henning, Cammeyer, Shoecraft and others in 
New York. Each one of these stores has been doing 
good business on highly individualized shoes, patterns, 
colors and materials, that are different from the general 
trend. One of the big selling pre-Easter numbers in the 
Saks shoe shop in the exclusive and expensive Traymore 
block in Atlantic City.was a colored, perforated oxford. 
Bright greens, reds and blues formed the color back- 
ground for these styleful shoes. At this shop reptiles 
took second place to colors, the woman who is willing 
to pay a high price for shoes apparently wanting some- 
thing different from what is being worn by the masses. 

Gray has occupied a more prominent position in the 
pre-Easter selling than is usual, and more prominent 
than most retailers anticipated. The same may be said 
of dark browns—centering around the marron shade. 
Gray was given a fairly prominent place in the Spring 
predictions, but darker browns were given scant atten- 
tion. Many stores have had a heavy call for shoes of 


the marron and similar shades, which was unexpected. 


Two weeks of fairly good weather with a spring 
softness in the air, brought out a good volume of shoe 
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buying in the cities-along the Middle Atlantic seaboard. 
This movement also was repeated further inland. 

_ With warm and sunny weather starting about March 
15, Detroit footwear merchants swung into a brisk 
spring business after weeks of lowered sales volume due 
to inclement weather and the off-season. Stores were 
well patronized, with the volume excellent, especially on 
fairly high priced merchandise. 

The wide range of shades known as blonds, running 
through the tans, sunburns and beiges, are’ everywhere 
in evidence in window displays and a brisk business is 
being done upon them. Reptiles are showing an especial- 
ly strong tendency right now, which the merchants feel 
will give place to more highly colored numbers as the 
season advances. Probably the most conspicuous fea- 
ture of the selling this Spring is the wide range of color 
and leather combinations that are proving popular. 

It is usual at this time of year in this part of the coun- 
try for a “run” on one of two specific shades or types, 
but for some reason or other the demand is much more 
widely diversified this year than in past years. 

Reptiles, mostly in combination with kid, blond 
leathers of many hues, red kids, blue kids, gray kids and 
suedes, taupes, purples, browns, crépes for dyeing pur- 
poses and even patents are selling in excellent volume in 
most of the shops. Braided leathers in black and white 
combinations and in blonds are beginning to show much 
life, likéwise. 

The I. Miller Salon finds it difficult to say what the 
tendencies are be- 
cause of the di- 
versity of demand, 
but at the present 
time reptiles are 
carrying off the 
honors. They find 
this season to have 
been the best yet 
for reptile com- 
binations. The un- 
usual feature of the 
demand has been 
that it remains 
brisk through the 
first of the warm 
weather as well as 
during the colder 
months. 


This high riding 

one-strap, with a low, 

shaped heel goes well 

with the sports costume 

worn by Mrs. Orson D. 

Munn of New York, at 
Palm Beach 
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Beige and gray shades are the best in the non- 
reptilian classifications, they report, with green and red 
kids very much in demand. Dark blue kid is holding 
its Own very nicely and a purple kid number that they 
are displaying has sold in volume. The management of 
the Salon looks for an excellent Spring business, basing 
its prediction upon the business since the opening of the 
Spring selling recently. 

The Walkover Shop finds the same diversity of sale 
with reptiles on top at present, but with the tendency 
definitely toward the blondes and lighter shades in leath- 
ers for the warmer weather. J. Hodges, general man- 
ager of the store, finds more life in patents this Spring 
than last, also, and reptiles in various wanted combina- 
tions are doing exceptionally well right at present. 


E finds blue and gray kids very popular, likewise, 

and from the tendency thus far exhibited, believes 
that there will be a heavy demand for braided leather 
sandals and art crépes during the hot weather. 

The J. L. Hudson Company finds the light shades 
voing very well, with the heavy demand running toward 
such shades as sunburn beige, marron, honey beige and 
blond. Tans and grays are likewise in demand and 
blacks are still selling in volume, together with gun- 
metals. Reptiles are, as in the other stores, an outstand- 
ing line at this writing. 

F. W. Templar, manager of Alfred J. Ruby, Incor- 
porated, handling Pedemode and other women’s lines, 

notes a_ tendency 
that is very well 
defined toward the 
demand for colors 
earlier than usual 
this Spring. All 
colors seem to be 
good and bags to 
match are much in 
demand. <A _ pecu- 
liar feature of this 
year’s selling is 
that imported san- 
dals of various 
kinds are already 
strongly in de- 
mand, and the 


Plain pumps of 

white kid complete 

this sleeveless cos- 

tume, with which 

short white gloves and 

a white hat are worn 

by Miss Peggy _Mast- 

baum of Philadelphia, at 
Palm Beach 
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Again the plain white 
high-heeled pump 

scores with the has been an out- 
white costume and Standing feature 
white hat as at the smar’ 
worn at Palm ; Southern Win- 
Beach by ter resorts 


Mrs. Roy Grunn of 
New York. White 


Alfred J. Ruby company finds itself with broken lines 
of sandals after the Spring selling has been on for 
barely ten days. 

R. H. Fyfe & Company are finding an excellent busi- 
ness on the blonds and various shades, together with 
blues. Some of the shades they find particularly in 
demand right now are sunburn, almond beige, royal 
brown, French blue, Pilgrim gray, Panama tan, taupe 
fox and Poilu royal blue. 

A decided upswing in the retail shoe trade during the 
past week was reported throughout the downtown shoe 
belt in St. Louis. The activity included all stores, with 
department stores sharing the increased business in a 
large measure. 

Reports from operators were to the effect that cus- 
tomers were eager for footwear and buying possessed 
the zest of peak business periods. With the weather 
continuing warm and sunshiny, great predictions were 
made for further prosperity in the shoe business. 

Perhaps the outstanding style trend creating the most 
excitement are reptiles. Merchants who have them 
are profiting by their wise buying and those who haven’t 
anticipated the trend with enough shoes are condoning 
their plight. They have been the surprise shoe of the 
Spring season. Merchants who sensed an early demand 
reordered immediately and are now enjoying a nice bulge 
in business. One small store reported having cleaned 
its stocks and has on order an additional 500 pairs. 
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66 E readjusted tariff should become a law before 
I July 4,” says Representative Willis C. Hawley 
of Oregon, chairman of the Ways and Means 
Committee. “It should be passed by the House by May 
first, and by the Senate soon after, and become a law by 
July 4, 1929.” In Mr. Hawley’s opinion, “early action 
will cause the least disturbance to business and enable 
farmers to receive its benefits during the coming crop 
season.” 

These words of assurance from the outstanding mem- 
ber of Congress, whose name will be handed down in 
economic history as the Hawley part of the new tariff, 
indicates that the tariff will be over with and out of the 
way before a new business season opens. 

Business has been fortunate in the time-placement of 
this tariff. The fact that it did not enter the final ses- 
sion of the last Congress assured business of an uninter- 
rupted spring season. Its place in the legislative cal- 
endar as a second item in the special session gives as- 
surance that there will be no tariff controversy large 
enough to make industrial disorder, for it comes between 
the seasons of spring and fall, and fits into the picture 
without seriously affecting either. 

The new tariff is promised only on those items that 
need readjustment, and which might bring into line any 
portions of the act needing revision, because of new 
developments or changed conditions. 

Chairman Hawley was first to voice the fact that “the 
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farmer’s” prosperity depends largely on 
the prosperities of the industries which 
provide the pay roll of his largest ultimate 
market.” 

The farmer has first inning in the 
coming Congress. The subject of farm 
relief heads the program. Recent fig- 
ures show that the gross income, by 
groups, of commodities for 1927 were, 
grain, $1,636,000,000; meat animal, $2,- 
842,000,000; fruits and vegetables, 
$1,453,000,000; cotton and cotton seed, 
$1,458,000,000, dairy and poultry prod- 
ucts, $3,628,000,000; all farm prod- 
ucts, $12,253,000,000. 

These staggering totals indicate the 
importance of safe and sane farm relief 
legislation. The farmer has convinced 

political parties and the American public that he must 
get more money for his products. Obviously, if he gets 
more, this food bill will be increased by at least a billion 
dollars per year. Anything else would leave the farmer 
just where he is. Congress may embark on plans of 
cooperative market, credit and export development, but 
there is also the assurance that the tariff which follows 
will be made to serve the purpose of “mopping up.” 
That will be the farmer’s last chance to get both assis- 
tance and satisfaction. 

Rest assured he is going to fight for every item that 
might give him more money, even though in getting it 
he might increase the cost of commodities to himself. 
But the philosophy of the farmer is that if he can make 
the whole country pay (and numerically the farmer is 
but one-third of the population), the two-thirds remain- 
ing will pay more. 


r, the farmer wants a duty on hides, rest assured that 


he will get it. Industry will then be given the safe- 
guard of a duty on shoes and a duty on finished leather. 

Most of the hides produced in the United States are 
sold by the producer on the animal, and not as hides, but 
as a part of the animal, the price being largely deter- 
mined by the value of the meat of the animal. The hides 
taken off by the packer roughly comprise two-thirds of 
the domestic supply, and hides sold by cattle producers 
amount to a very small amount of the total. The hides 





SS ee ad 


oo = = a a 


= 


March 30, 1929 


BOOT AND SHOE RECORDER 49 


and the ‘Fa Yr 1 t 


With the Tariff Fight Over by July 4 There Can Be No 
Interference With the Spring or Fall Shoe Seasons 


of cattle amount to only about 6% per cent of the weight 
of the animal. The increase which might come from a 
higher price for hides can amount to only a small part 
of the total value of the animal. 

The industry is confronted by a threat of national leg- 
islation on tariff, which apparently is to some extent 
based upon a disposition to benefit the farmer, regard- 
less of any question as to its effect on the American 
consumer. There are aspects of the present tariff situ- 
ation which are puzzling to the shoe trade. The retail 
dealer in shoes, not less than the worker, the manufac- 
turer and the wholesale distributor, views with apprehen- 
sion anything tending toward a serious disturbance of 
conditions, and the sharpening of an already very keen 
competition, which has resulted in placing shoes at the 
bottom of the column in margin of profit in making or 
selling, as compared with any other general commodity 
or line of merchandise. 


T is the manufacturer of shoes, however, upon whom 
falis the chief burden of defence of the trade. That 
defence has been seriously undertaken and fairly con- 
ducted by men of ample technical knowledge and prac- 
tical experience; broad enough to believe that fairness 
is the soundest policy, and desiring nothing more than 
fairness in their own behalf at the hands of Congress. 


The American shoe manufacturer is not unduly 
timorous, but he knows exceedingly well the very 
narrow limit of profit upon 
which he is now working. 


duty on hides. He likewise asks for a tariff on shoes, 
and acknowledge the rightness of a tariff on leather, 
protective of the American worker and industry. 

The Ways and Means Committee and members of 
Congress are now being bombarded with letters and pe- 
titions. These instruments have their influence, partic- 
ularly of they come from prominent merchants and peo- 
ple in each Congressman’s own district. Every mer- 
chant who wants to retain hides on the free list should 
do his part in bringing facts to the attention of his 
Congressman, showing the positive increase in price of 
shoes which, naturally would come with adverse legis- 
lation. 


HE Farm Bloc is beginning to see the possibilities of 

no real profit to the farmer. As a result, the effec- 
tiveness of merchant opposition to a duty on hides is now 
the best instrument to use as a weapon of protest. 

Tariff notwithstanding, here is a prophecy out of the 
book of prophets: “Nothing that Congress can do in- 
sures wealth and prosperity for everyone in the shoe 
business, for the efficient and inefficient, the alert and 
the sleepy, the only path to a profit is through hard work 
of head and hand, and in the ultimate encouragement of 
people to desire more shoes.” Tariffs only check im- 
ports. ‘: mie! | 

Displace jute and you make a market for cotton. 
Displace bananas by tariff and you destroy the taste for 

them and force an acceptance 








He knows also the Ameri- 
can labor market, in which 
he has to purchase his op- 
erative help, in competition 
with industries the prod- 
ucts of which are protected 
by duties triple and quad- 
ruple that which is asked to 
be levied upon shoes. The 
shoe manufacturer also 
knows how swiftly a small 
margin of profit can be 
changed to a fatal measure 


The American shoe man- 
ufacturers, therefore, pro- 
test any tariff that places a 





Battle for Business Notwith- 
standing 


Tariff notwithstanding, here is a prophecy 
out of the book of prophets, “Nothing 
that Congress can de insures wealth and 
prosperity for everyone in the shoe busi- 
ness, for the efficient and inefficient, the 
alert and the sleepy. The only path to a 
profit is through hard work of head and 
of loss. hand, and in the ultimate encouragement 
of people to desire more shoes.” Tariffs 
’ only check imports. 


of apples and oranges—new 
theory in political-industrial 
science? Parallel the situa- 
tion in shoes. A pair of 
hand-woven sandals kept out 
means a pair of domestic 
slippers produced. 

If prohibition by tariff is 
possible, let’s go one step 
further—prohibit by legisla- 
tion low shoes in winter, so 
as to help the area-consump- 
tion of leather. Then pro- 
hibit sun-burn and no girl 
will want to go bare-legged. 
The displacement theory 








[TURN TO PAGE 59, PLEASE] 
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Getting More Shoes Sold Righi 
Stock Marketitts 


H* stock market speculation taken money out of 
business and caused a pause in the growth of 
wealth? We have had occasion time and time again to 
stress the importance of applying brains and capital 
to business instead of to the stock market. 

Too many merchants and manufacturers have per- 
mitted their businesses to hesitate while they did a little 
speculation on the side. While their businesses have 
been marking time, other businesses have gone forward 
with greater speed. When nine out of ten minds spend 
most of their time with stock market ideas, it is obvious 
that the tenth mind, applying itself to business, has the 
advantage. 

The Federal Reserve Board, conscious of this danger 
to business, has expressed, through Governor Young, 
the thought that “bankers should see that business gets 
credit at reasonable rates first, let the others get what is 
left.” There is a need now for cooperation between 
bankers and business men for meeting the present credit 
situation. 

The wise merchant now spends his time and talent 
in his business. He knows how easy it is to get himself 
into an extremely critical situation in the stock market. 
There has been an actual pause in the rate of growth of 
wealth, due to stockmarket speculation. 

The increase or decrease in values of market stock 
has no relationship to growth of wealth. Wealth is there 
all the time. The stock market has simply added dollar 
signs to it. 

In the light of progress, however, the year 1928 and 
possibly 1929 will show a low rate of growth of wealth 


CuHIcaco 
189 W. Madison St. 
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—perhaps less than that of 1927, when the increase was 
less than one per cent. Merchants and manufacturers 
have got to study the capacity of machines and the 
capacity of people to absorb the product. There is a 
need for an increase of work to actually increase wealth. 
Wall Street stimulates dollar signs and contributes little 
to the real growth of wealth, which can come only 
through the combination of capacity, work and earned 


wealth. 
“Seeing Red” 


UT of Texas we get word “red is a hot selling 

number.” What a novel method of expression. 
Red hats and red shoes, and possibly red hand bags have 
swept into the scheme of dress as the surprise number oi 
the season. The news of the red demand come from 
towns that are almost semi-tropical in climate. 

Our Field Editor signs himself “War Correspondent”’ 
because of his proximity to the Mexican line. Whether 
the present Mexican stimulation of the blood by internal 
warfare contributes to the style demand, we have no way 
of knowing. Mexicans are partial to red in cooking, as 
well as clothes. 

But our Field Editor is close to the line and every mer- 
chant has reported to him that customers are “seeing 
red.” At the present time reds are selling in high pro- 
portion, and what is more, they are selling in all grades 
from $3.85 to $18. One Texas store had the experi- 
ence of trying to get rid of all of their red shoes three 
weeks ago and now they are reordering more. 

Maybe we are having a little competition in this sun- 
tan cosmetic war, for in Oklahoma and Texas rouge is 
red. At any rate, five-sixths of the country look to 
Texas points for style guidance, where styles are fastest 
and girls are classiest, in Texas. Early style flashes, 
such as this red demand, indicate that more shoes will be 
salable this summer season than ever before—if you have 
them. 


Budget Your Time 


LL sorts of schemes are presented for budgeting 


business, expense, sales, advertising, etc. There 
is a need for a budget of time. 

Too many shoe men spend their entire time in the 
routine details of the day. Most of this time is spent in 
loose thinking, which leads nowhere. 

The merchant should actually lay out his days’ time 
with so many hours for this and that duty, and then a 
definite piece of the days’ schedule for “thinking.” 
It is easy for most businesses to fall in line with routine 
so a merchant’s day comes and goes without measureable 
progress. 

If he would budget his time and see to it that some 
measure of that time is spent in thinking about. his 
business as it will be one year, two years, or ten years 
hence, then he will give thanks for the idea here ex- 
pressed, that it is high time for a shoe man to budget hi- 


time. 
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Chocolate Up 


AN, who has been the most consistent of all in 

dress, both in clothes and shoes, may this season 
prove to be most inconsistent. The expectation is that 
he will follow his time-honored custom of appearing 
in light grays and the softer shades of tan. Strange to 
relate the color drift seems toward the very dark shades 
for late Spring wear. It may be one of those things 
that makes itself felt in the late Spring, to reappear 
after the Summer change as a great big selling number 
for Fall. 

At any rate, we are seeing chocolate brown hats sold 
to young men in greater number than almost any other 
Spring hat color. There is a demand for suits in the 
same shade. The little chocolate brown Ford roadsters 
have the peak of demand. 

No one seems to be able to explain this chocolate color 
interest, but here it is, and its only true match in foot- 
wear is the dark brown shoe. The idea of color selection 
in men’s clothes is here—make the most of it. 


Fraudulent Army Shoes 


HE Federal Trade Commission has informed us 
that they have rendered a decision prohibiting one 
manufacturer from vending as such the United States 
Munson Army last shoe. The decision was given in 
1926, and if the Federal Trade Commission had policing 
power it should have, by 
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mitting a fraud upon the consuming public by enabling 
unscrupulous dealers to offer said shoes for sale to the 
consuming public as and for army shoes. These acts 
and practices are all to the prejudice of the public.” 

Thus it seems that the Federal Trade Commission 
forbids the making of these fraudulently marked army 
shoes, but in practise it seems as though they are still 
being continued and sold as such. 


Share in the Business 


WEN D. YOUNG recently said that he “looked 

forward to the day when capital did not employ 
labor, but when the workers in an organization would 
hire and employ capital.” 

A great experiment in that direction has been tried 
in the men’s suit business, and a partial trial in shoes. 
Also, one of the great retail shoe merchants has in mind 
the idea of a business owned and developed by the 
workers, each in proportion to what they put in. 

There are many opportunities for economic evolution 
particularly to own stock in stores in retail businesses. 
Happy is the store that has evolved some plan whereby 
the employee feels that he is working for himself, and 
at the same time aiding his fellow man to achieve the 
same advantages. 

The spreading of stock ownership is one of the things 
that makes independent store service twice as effective, 
because everyone in the store is interested in the profits 

therein. 





this time, practically 
stopped all violation of 
the law in so-called army 
stores. 

The Federal Trade 
Commission complaint 
reads, “The truth and 
fact is that said shoes 
(United States Munson 
Army last) bearing said 
legend, (T. J. H., In- 
spector) are not army 
shoes and not surplus 
property of the United 
States Government or 
sold by said government 
to the civilian trade, but 
are shoes purchased and 
obtained from the manu- 
facturer in the ordinary 
manner of trade. 

“In supplying such 
shoes, bearing such 
legend to their wholesale 
and retail customers, 
they place in the hands 
of others the means and 
instrumentality of com- 


brown. 


undertone. 


Twelve evening s 
added later. — 





New Fall Colors 


Fall, 1929, shoe and leather colors, selected 
by the Allied Industries are: 


Beechwood—A light warm tan shade. 


Sierra Brown—A deeper tone in golden 


Prado Brown—A rich, reddish brown. 
Chocolate Brown—A dark, deep brown. 


Autumn Green—A trifle lighter and more 
brilliant than Belmont Green. 


Chianti Red—A rich, dark wine red. 


Nautical Blue—A virile Navy tone, slightly 
lighter than Commander Blue. 

Antique Purple—A dark, rich purple. 

Bluegray—A dark gray with decided blue 


The six tan and brown shades selected for 
men’s colors for Spring, are repeated for Fall. 


s for women will be 


Illustrations 


one of the 


HEN 
leaders in the high 
style shoe game, a con- 
cern that both manufac- 
tures and 


women’s expensive shoes 


distributes 


decides to eliminate shoe 
illustrations from, its ad- 
vertising, it is time to 
think. 

is that 


The explanation 
illustrations of 
cheap shoes look as good 
as drawings or photos of 
The 
customer can’t tell the 
difference. Other means 
must be used to convince 
the customer that there 
In pat- 


expensive shoes. 


is a difference. 
terns and colors, the ex- 
ternals, cheap shoes are 
now competing with ex- 





pensive ones. 











The customer, greeted by the floorman, merely 
says, “Shoes, please,” and nods her acknowledgment 
of his courtesy as he shows her to a seat. “Any- 
thing but loquacious,” thinks the salesman sum- 
moned by the floorman with the simplest directions, 
“Please show shoes to this customer.” Not a word 
comes from the customer to amplify the floorman’s 
instructions. 


examining the marks on the lining, noting the 

way it has worn, looking at the contour of the 
foot, meanwhile sizing up the customer rapidly from 
her general appearance and manner, to get a first idea 
of the sort of woman he is to deal with.) There are 
some very attractive new styles in our collection of 
pumps for spring. You wish something for afternoon, 
I suppose? 

CustoMER—Please. 

SaLEsMAN—(Going to stock shelving and making a 
careful selection of three or four new spring models, 
on lasts which he believes are the correct shape for her 
foot, and with about two-inch heels, approximately the 
height of the heel she has been wearing. He returns 
without delay to present these slippers. Following the 
customer’s cue, he makes his own remarks brief and to 


S ALESMAN—(Removing customer’s right shoe, 
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This is the last of a series of 
four articles by Mr. Johnson on 
the various types of customers 
encountered by retail shoe sales- 
men and how best to handle 
them. Previous articles of the 
series and the dates of the issues 
in which they appeared, were 
“The Know-It-All Customer,” 
March 9; “The Customer Who 
Wants Advice,” March 16; “The 
Talkative Customer,” March 23. 



























the point, trying in a few words to direct he: 
thoughts to important style qualities in the 
footwear. He holds up one after another be- 
fore her, and then hands them to her for closer 
examination. ) 

This slipper I am showing you first is one 
of the newest ideas in pattern, material and 
coloring. The single strap about the ankle 
and the front strap are small and dainty. Ooze 
calfskin is a leather favored by fashion this 
year, and we use it in this pump in a new 
shade of beige. The trim is of a harmonizing 
shade of reptile. Here is the same pattern in another 
combination. It looks even lighter and daintier, I think, 
in this latest parchment shade, not pale and wan as some 
parchment shades have been, but suggesting a warmth 
and vitality accentuated a little by the beige coloring 
in the kid trimming. They are both entirely free from 
gaudiness or flashiness; just beautiful slippers, in good 
taste. This third pump is a neutral shade of brown 
kid, with just enough trim in reptile to add the touch 
of novelty. This last slipper is our newest style in 
patent leather, a material always liked by many women, 
and hence always correct. It may be worn either plain 
or with a small buckle on this tiny tongue. 




















(He, notes the disposition the customer makes of 
these four slippers. The beige ooze she drops in her 
lap; the parchment kid she places on the seat at her 
side; the neutral brown she holds in her hand; the 
patent, after a second glance, is placed on the settee. ) 
Suppose I slip on this darker brown, and you can see 
how it looks on the foot? 

Customer—(Without comment, hands brown pump 
to him.) 
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Silent (istomer 


How Many Styles to Show Her; How to Determine Her 
Preferences; How to Clinch the Sale 


By O. K. 


SALESMAN—( Having placed the pump on her foot 
and satisfied himself that it fits perfectly, swings mirror 
around for her to see the effect. Imitating the custom- 
er’s silence, he says nothing for a moment, then asks) : 
How does that feel? 

CustoMEeR—It feels all right. 

SALESMAN—It seems to set nicely. 

CusTOMER—Yes, it does. It fits well. 

SALESMAN—In choosing a material and color, one 
thinks of the frock the shoe is to be worn with. The 
patent pump may be worn with any costume. 

CustomMerR—I don’t care for patent leather. 


ALESMAN—(This remark settles the question of 

the patent leather, which from this point on the sales- 

man ignores entirely and takes the first opportunity to 

remove and return to stock. He next comments on the 

material and shade at the other extreme of the color 

range he is showing.) The parchment shade goes re- 

markably well with many fabrics and colors in spring 

costumes. Don’t you think so? 

Customer—Perhaps it does. But (glancing side- 

wise at parchment slipper on settee) it is a lighter color 
than I care for. 

SALESMAN—(Mentally _rele- 

gating the parchment slipper to 

the discard, decides to keep be- 

fore the customer only the two 

other slippers he has presented, 

the neutral brown on her foot, 

and the beige ooze in her lap. 

The customer’s attitude toward 

these two has indicated at least 

a slight degree of interest in 

them both. He now attempts 

to build up this interest.) The 

beige and the brown, fashion 

says, may be worn with a num- 

ber of the spring shades in 
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frocks, especially nature’s colors as seen in the fields and 
woods. Which of the two shades do you like the 
better ? 

Customer—I don’t know. They are both pretty. My 
outfit this spring is in rather dark brown. 

SALESMAN—Then it would seem to me to be entirely 
a matter of taste or preference. Shall we try on the 
beige ? 

CustoMer—We might try it. 


ALESMAN—(Tries it on and again silently has re- 
course to the mirror. Notices that customer leans 
forward to glance in the mirror, then settles back on the 
settee, but continues to eye the slipper on her foot.) 
Both these slippers appear to fit perfectly. We have 
these same color combinations, on this same last, in an 
opera pattern. Shall I bring them? 
CustoMEer—I think I prefer the strap pattern. 
SALESMAN—(Closely watches customer, to note the 
look in her eyes and the expression on her face, as he 
sounds her out once more on the two pumps.) Some 
would emphasize the use of this neutral brown shade 
with a dark brown costume. (Customer takes the brown 
in her hand again, 
looks at it a moment or 
two, then leans for- 
ward to look at the 
beige on her foot.) But 
we can’t be too arbi- 
trary about it. The 
beige shade, especially 
with the depth of tone 
which comes from the 
deep nappy finish of the 
ooze leather, set off by 
the darker coloring in 
the reptile trim, when 
worn with the proper 
shade of silk stockings, 





54 


will certainly look beautiful with a dark brown costume. 
I think you may well choose the color combination you 
feel you would most enjoy. (Noting that customer’s 
glance is still directed to the beige slipper.) Keeping 
in mind the color tendency this season, I think, on the 
whole, I advise the beige ooze with your brown cos- 
tume. 

CustoMer—It is beautiful. 
charge and send it. 


I like it. You may 


The Store’s Educational Director Says: 


VEN the best salesmen expect to get some help in 
conducting the sale transaction from what the cus- 
tomer says. What can they do if she is silent? 

The silent customer is one of the most difficult of all 
types for the average salesman to deal with; for she 
doesn’t speak out and tell him what she likes or dislikes 
about the footwear he shows her; and often, therefore, 
he doesn’t know whether he is winning her approval or 
arousing her disapproval. 

Do not make the mistake of thinking that every silent 
customer is morose, moody, gloomy, grouchy. Her 
silence may be easily explained, perhaps. She may be 


timid and bashful, or an inexperienced shopper, or some- 
how embarrassed by finding herself in a strange store 
or by other circumstances of the occasion. Perhaps she 
has suffered some annoyance since leaving home on her 
shopping trip. The trouble may be with the salesman 


himself; perhaps she is silent because the salesman un- 
fortunately has made her so. His words may not be 
well chosen and so may fail to lead her into the conver- 
sation; or, worst of all, his remarks or manner may 
have produced a positively unfavorable impression upon 
her, which makes it difficult for her to enter into a dis- 
cussion of the merchandise with him. 
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Do not even secretly resent the customer’s silence, 
much less show any signs of doing so. Be not dis- 
mayed because she does not talk. Her lack of response, 
as you show footwear and discuss it, is a challenge to 
you to demonstrate how good a salesman you are. 

Be attentive. Ask specific questions requiring specific 
answers. Make suggestions which call for her definite 
comment. Win her confidence by showing you know 
your business thoroughly. Win her liking by letting her 
sense your attentive, ready, interested, intelligent, cor- 
dial desire to serve her, by discovering her footwear 
need and presenting merchandise to meet it. 

Use other methods of sizing up the customer besides 
what she says. Observe her general appearance of per- 
son and costume, her carriage, her facial expression, 
the glance of her eyes, the movements of her hands. 
Observation will tell you whether she is interested or 
disinterested in the goods you show. Note where her 
interest lies; use your judgment and commonsense to 
decide what that interest really is; and follow the cue 
of that interest as you develop your selling talk. 

Ignoring her silence, be content to do what talking is 
needed yourself, letting your tongue rest a bit now and 
then rather than becoming garrulous. Follow your cus- 
tomary selling procedure, merely making certain to 
allow good openings for the customer to enter into the 
conversation if she feels she cares to do so. 

As you dwell upon the customer’s real interests in the 
transaction, you may succeed in drawing her out of her 
silence and get her to talk, because most people like to 
talk about the things which interest them. But do not 
be disappointed if you fail in this. Remember that, as 


long as she doesn’t run away from you, there is every 


likelihood that you can close the sale, if you select the 
right sort of footwear to show her, and if you make 
an adequate presentation of it. 


WYVroat They Bought for Easter 


[CONTINUED FROM PAGE 47] 


Dark blue kid shares equally the unusual demand for 
a style not touted during the early buying season as 
being good. In a large department store, dark blue kid 
tanks second in the demand for style shoes. A popular 
priced store reported heavy calls for this and a lack of 
interest in the lighter shade of blue offered. 

In high priced shoes black kid is outselling patent 
leather. In popular priced footwear patent leather is 
most popular. 

“Colors are outstanding this season. Prints are big 
sellers. All sand shades, beige, etc. are very good, but 
colors as Chinese reds, several shades of blue and similar 
colors are in big demand,” says Nat Katz, manager of 
the shoe department of Levy Brothers’ Houston, Tex. 


Mr. Katz continues, “I believe it is an unusual ten- 
dency for there to be a big play on reds and similar 
shades in high price shoes, but we are finding a growing 
demand for reds in our higher price shoes. 

“One tendency that has been coming about here for 
several seasons is that of more narrow toes and for 
lower heels. A Junior Spanish heel of fifteen eighths is 
a leader, while shoes for formal wear remain at about 
nineteen eighths. 

“Straps are filling 75 per cent of the sales with ties 
second. Pumps always have a place in dress shoes, as 
plain satin pumps are selling well. Black kid, which 
has been slow with us, is getting better. And the de- 
mand for corrective footwear is becoming stronger 
every day.” 





- 
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Brozman’s Shoe Salon Moderne Where Shoes Are Sold to Complete the Costume 


-— eAdding Shoes to (lothes 


Williamsport, Pa., Apparel Shop Opens Modern Shoe 
Salon to Complete Its Service 


O meet the growing demand 
fi the part of women for 

shoes which properly comple- 
ment the rest of their costumes, 
the apparel store of Brozman’s, in 
Williamsport, Pa., recently opened 
a modern shoe salon with an ex- 
perienced shoeman—E. A. Ham- 
rick—in charge. It is located con- 
veniently on the second floor and 
so arranged that the customer can 
select her footwear in an atmos- 
phere of privacy. 

In the furnishing and decoration of this department 
several new ideas were introduced. The central seating 
unit, shown in the middle of the above photograph, 
is in three sections—and these sections may be grouped 
together as they are here, or used separately in different 
parts of the room. 

The modernistic theme has been carried throughout. 
The chairs, the rug, the lighting fixtures, the shoe car- 


E. A. HAMRICK 


In charge of Bros- 
man’s shoe salon 


tons and even some of the shoes have modernistic de- 
signs. 

The stock is concealed and may be approached from 
either side. There is shelving accommodation for 3000 
pairs of shoes, but the company intends to operate on 
smaller pairage until it is necessary to carry that much 
stock. The stock is so arranged that every pair is with- 
in a few feet of the customer. 

In playing the high style game where the shoes are 
expressing themselves in such individuality of color, 
Mr. Hamrick is in position to keep in constant touch 
with the new colors and types of dresses being shown 
by the leading dress manufacturers. This contact elim- 
inates much guess work in buying. 

The store policy is that every customer must be satis- 
fied with her purchase. If for any reason a customer 
is not entirely pleased, whether it be with the fit of the 
shoes or the wear she is given another pair. 

Before coming to Williamsport to take the manage- 
ment of the salon Mr. Hamrick was connected with the 
Vogue Shoe Parlor of Tallahassee, Fla. 
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to the EDUCATION of the MEN 
and WOMEN on the FLOOR, 


Work with “The Boss” 


for Greater Mutual Profit 


66 OW Can a Salesman Best Co- 
operate With His Employers 
to Stimulate Good Will Among 

the Firm’s Customers?” has been 

answered 100 per cent as to ideas by 

a large number of our retail shoe 

salesmen readers. The first prize is 

awarded to John B. Hodges, salesman 
at The Royal, Inc., selling men’s wear, 
luggage and shoes, 340 W. Broad 

Street, Savannah, Ga. Salesman Hodges 

replies very concisely—“The salesman 

must become imbued with a genuine 
interest in his employer’s business.” The 
second prize is awarded to Ben Katz, 
manager and salesman of The Shoe 

Box, 43 West Church Street, Orlando, 

Fla., who solves the problem in one 

comprehensive sentence—“‘As I open 

the door each morning, I repeat—‘I 
own this store, and all through the day 

I treat my customers likewise.’ ” 


Ortanno, Fra—John B. Hodges, 
shoe salesman at The Royal, Inc., am- 
plifies his excellent answer to the March 
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prize problem, as follows: By being 
thoroughly possessed at all times with 
an individual interest in the business 
of one’s employer, the salesman is thus 
able to create in the mind of each pros- 
pective customer a real desire for the 
merchandise in the store of his em- 
ployer. Any salesman who is able to 
attain and maintain this sincerity of 
interest is automatically cooperating 
with his employer in the stimulation of 
good will for the store, which in turn 
is at least 95 per cent of the salesman’s 
success. 











Show your customers that you re- 
member their names and sizes 

Brivceton, N. J.—John E. Corliss, 
salesman at Sidney Lee Shoes, Inc.— 
Know your customers. To be able to 
call your customer by name is an ad- 
vantage, especially in small towns. It’s 
a fine thing to be able to say—‘“Good 
morning, Mrs. Brown!” 


Bayonne, N. J.—Max Posner, sales- 
man at Philip Sach’s Shoe Shop—A 
salesman must give each and every cus- 
tomer politeness, and good service, with 
good fitting very much in mind. Learn 
to smile; hand the customer your card, 
and say “Call again.” 





Salesmen’s Good-Will 
Say-Sos 


New Lonpon, Conn.—Samuel Wil- 
son, salesman at the John Irving Shoe 
Co., Inc.—Be loyal to your employer— 
you will thus be loyal to the firm’s cus- 
tomers, and to yourself, There should 
always be a satisfactory understanding 
between the salesman and his employer ; 
each should be the other’s confident in 
all store problems. An employer who 
wants satisfied customers will see that 
his employees are reasonably content. 


BetievitLe, Int.—Paul H. Smith, 
shoe buyer for Jos. Saenger Mercan- 
tile Co—List names of customers, with 
their street addresses and ’phone num 
bers. List also customers’ sizes and 
widths; then use list to remind cus- 
tomers of your merchandise; employer 
can use this list to write a letter to 
customers, explaining that salesman has 
been pleased to have an opportunity of 
fitting her. 











Salesman and manager should 
work closely soe for mutual 
pro, 
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Ten Customer-Contact 


Points 


PHILADELPHIA, Pa.—Samuel Cohen, 
manager and salesman of the Father 
& Son Shoe Stores, Inc., says—A sales- 
man can best cooperate with his em- 
ployer to stimulate good will among 
the firm’s customers by: 

1.—Giving service — greeting each 
customer with a smile, being courteous, 
attentive; performing little acts of 
kindness—if there is no delivery ser- 
vice, Offering to deliver the package 
yourself. 

2.—Guiding each customer as to the 
right fitting and style. 

3.—Keeping the store spick and span. 

4—Remembering the  customer’s 
name and size. Phoning or writing 
customers about new styles and sales. 

5.—Refraining from the use of “high- 
pressure” selling tactics. 

6.—Knowing the stock thoroughly. 

7.—By giving good fittings. 

8.—By dressing neatly, and in good 
style. 

9.—Never condemning 
store’s merchandise. 

10.—By salesman and employer doing 
perfect team-work—a division of labor 
—issuing of salesmen’s cards. By giving 
a salesman an opportunity to earn some 
extra capital besides his drawing ac- 
count, or weekly salary. 


the other 


Successful Salesmanship 
Soliloquies 

New Yorx—Aaron Gluckman, sales- 
man at the Wise Shoes, Inc., 25 ‘West 
Forty-second Street, says that: 

1—A salesman, if he would be suc- 
cessful, must at all times be a thinker. 

2.—The salesman must serve the pub- 
lic, not dictate to it. 

3.—The salesman must remember that 
he is the store to the public. It is, 
therefore, important to gain the public’s 
confidence. 

4—A well organized, well trained, 














Place the customer who is “just 
looking around” where she can see 
everything 
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Several store managers, with 
years of experience, have sug- 
gested the above question for dis- 
cussion in our columns. One of 
these men says that the salesmen 
in his store sell three out of 
every five women who reply to 
the salesperson’s polite question, 
“May I serve you?” “No, thank 
you, I’m just looking around to- 
day.” Women are proverbial shop- 
pers, he argues. You may not be 
able to sell them immediately, but 
you will eventually, if you pursue 
the right methods. 

He has some excellent plans for 
selling three-fifths of his “look- 
ers-only.” Perhaps you sell every 
customer of this type—or have 
ideas as to the instructions you 
would give to your salesmen, were 
you the owner of the store, so 
that more of the apparently un- 
interested people who enter your 





The April Prize Problem Will 
Bring $15 to Retail Shoe Salespeople 


How Do You Sell a Customer Who Says—“Nothing today—I’m 
just looking.” 


store would become permanent 
customers. Let’s hear from you 
on the above mentioned subject, 
namely— 

How Do You Sell the Customer 
Who Says—“Nothing today; I’m 
just looking.” 

TEN DOLLARS FOR THE 
BEST ANSWER. FIVE DOL- 
LARS FOR THE SECOND 
BEST ANSWER. 


Only men and women actually 
engaged in selling shoes at retail 
are eligible to enter this contest. 
Winners will be announced in 
these columns April 27. 


SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 80 Federal 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN APRIL 17. 








and intelligent salesforce is the back- 
bone of the successful shoe store. 

5.—Cooperation and team-work are 
responsible for the success of all great 
enterprises. 

6.—The salesman should remember 
that a big expense is incurred by the 
merchant in getting customers into the 
store. The customer pays the rent and 
the salesman’s salary. Cooperate there- 
fore, by preventing lost sales and dis- 
satisfied customers. 

7.—Know your concern. Study its 
rules and regulations. Be loyal to your 
house. Suggest ways and means of 
bettering the store and its service. 

8.—Look for the good traits in the 
customer. Even the crankiest woman 
is usually liked by her dog. There is 
a way to the favor of everyone, if the 
salesman can but find it. 

9.—Your success depends upon your 
ability to please. Don’t overlook the 
opportunity of suggesting additional 
items. 

10.—Good will is important. Through 
creating good will for the store, the 
salesman can build up a personal fol- 
lowing that will make his future secure. 


Derroir Lakes, Minn.—Hardy M. 
Langstet, salesman at Blanding’s, Inc. 
—Always recognize a customer and 
speak or bow just as soon as you see 
them. If you are busy, stop long 
enough to explain that you will wait 


on them just as soon as you have 
finished fitting your present customer. 
Make your customers welcome, whether 
or not they buy—Show them the goods. 
Give customers time, service and satis- 
faction. 


SHENANDOAH, Iowa—W. E. Gaston, 
shoe salesman at E. J. Andrews Depart- 
ment Store—Have faith in your em- 
ployer; faith in the goods you have 
been given to sell; faith in yourself. 
Work to establish the customer’s faith 
in the store and its goods, as well as 
faith in yourself. 


DANVILLE, Pa. — Victor J. Marks, 
salesman at Marks Shoe Store — A 
salesman should make as many friends 
as possible. He should constantly study 














Bring your personal friends into 
the store 























Don’t allow your customers to feel 
that you were not expecting them 


sales methods, stock arrangement and 
keeping. He should be a _ square 
shooter for himself and for his em- 
ployers. 





Corona, L. I.—Phillip Prince, sales- 
man for G. R. Kinney Co., Inc.—The 
retail salesman should always be cheer- 
ful. He should go up front as if it 
were a privilege, instead of an un- 
pleasant duty. Work at all times for 
the betterment of the store. Treat every 
customer with the same_ degree 
of courteous attention, whether she buys 
much or little. 


Better Team-Work Ideas 


Ansonia, Conn. — Abe Deutsch, 
salesman at the Bargain Shoe Store 
—Have a friendly feeling for the boss. 
The boss, on the other hand, should 
always look out for the salesman’s wel- 
fare, as well as that of the customer— 
Thus will salesman and retail shoe mer- 
chant be able to give the customer a 
100 per cent service. Let the salesman 
pick a style or two and make him feel 
as though he were the merchant’s 
partner. 


Lynn, Mass.—W. S. Parsons, sales- 
man at the Walk-Over Boot Shop—In 
order that the salesman may best co- 
operate with his employer in creating 
good will among the store’s customers, 
he must realize the value of patience, 
personality, and “sales-ability.” A short 
and occasional get-together of employer 
and employees with a talk on these three 
points helps the good cause. 





Brooxtyn, N. Y.—Julius Schindler 
says—A salesman should take criticism 
cheerfully; suggest the right footwear 
to undecided customers; induce cus- 
tomers to buy better shoes. If shoes 
wear and fit well, the salesman and 
store will not soon be forgotten. 
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The Salesman Is the Firm 


Newport News, Va.—Herbert L. 
King, salesman in the shoe department 
of Nachman’s, says: 

To the customer, the salesman is the 
firm. The salesman’s manner and ser- 
vices represent to the customer the kind 
of firm. 

It is, therefore, important that the 
salesman live up to the policy of his 
employer. His duty does not end with 
merely making a sale, he must send 
the customer away feeling that the first 
thought of the firm is to satisfy its 
customers. 

The salesman should cooperate with 
his employer in the matter of com- 
plaints. A customer usually returns 
with a complaint to the man from whom 
he made the purchase, and (unless it 
is a minor complaint) the salesman 





Salesman States Good 
Will Creed 


Punxsutawney, Pa.—Samuel W. 
States, retail shoe salesman for 
G. R. Kinney Co., Inc., suggests 
the following creed of salesman- 
employer cooperation to stimu- 
late good will for the store: 

(1) To treat each customer with 
the courtesy that springs from 
genuine friendliness and respect. 

(2) To have more thought for 
the customer’s final satisfaction 
than for the amount of the imme- 
diate sale. 

(3) To know my stock, and to 
| be accurate in statements about 

merchandise. 

; (4) To be as attentive to the 
purchaser of an inexpensive ar- 
ticle as to one w needs are 
more elaborate. 

(5) To be patient with the cus- 
tomer who is provoked, prompt 
with the customer who is hurried, 
sympathetic with the customer 
who is puzzled, considerate of 
those who are difficult to satisfy, 
and hospitable to those who are 
strangers in my store. 

(6) To seek a clear understand- 
ing of the customer’s exact re- 
quirements, so that I can present 
merchandise which is precisely the 
thing desired. 

(7) To be friendly but not fa- 
miliar; cheerful, but not boister- 
o1s, and to give information, not 
advice. 

(8) To keep my service up to 
he standard of my merchandise. 

(9) To increase my sales by 
making customers feel that this 
is a store in which they are 
served pleasantly, capably and 
promptly, so that they will wish 
to do as much of their buying 
here as their needs permit. 

(10) To be loyal to my em- 
plover, considerate toward my as- 

ates, and thereby be true to 
myself. 
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Avoid the informal type of cus- 

tomer-approach. Go up front as 

if you were pleased to meet the 

customer—and not trying to get 
out of her way 


must send him to the manager. His 
manner in turning the complaint ove: 
to the manager will go a long way to 
ward retaining the good-will of the 
customer, as well as making the adjust 
ment easier. 

The salesman’s cooperation with his 
employer does not end with store hours 
I don’t mean that he should solicit busi 
ness after hours, but he should eve: 
be loyal to his firm; always on the alert 
for criticisms of the store, and contin 
ually try to maintain the good-will oi 
his firm among his acquaintances. 

He should also be particularly care 
ful in handling “cranks” and “chronic 
kickers,” not because of their individual! 
value to the firm, but because each of 
these may have an influence over som: 
friend who is a good customer. 





PunxsuTAWNEY, Pa. — Samuel W 
States, salesman at G. R. Kinney Co. 
says—Personality is important. Don’t 
forget the smile and a courteous, “Good 
Morning, or Good Afternoon; Thank 
You; Goodbye and Call Again, to each 
customer. Don’t be afraid to open and 
close the door for the customer. 





How About a “Shoe 


Corner?” 
Pursio, Coto. — Mary Katherine 
Merchant, saleswoman at Herman's, 


writes: Assemble odds and ends in an 
accessible section of the store, accord 
ing to size. Give this section a special 
name, such as “The Shoe Corner.” 
Advertise this section as “The Shoe 
Corner” in your windows; speak of it 
to your customers, and interest them 
in the savings therein contained. Phone 
your customers and tell them that you 
have their size in a pretty shoe at a 
saving to them. Take the salesman di-- 
posing of the most odds and ends to 
a show or dinner. Teach your sales- 
men this slogan: “Look in the Odds 
First.” 
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Fine and the Tavitt 


[CONTINUED FROM PAGE 49] 


again used to help a pair of hose to be profitably made 
and sold. 

Carry the displacement theory to its ultimate conclu- 
sion and public taste will be led around by legislation, 
controlled by economic appetite rather than the great 
basic law of individual selection. 


ASHION is a method of displacement that demands 

initiative, enthusiasm and the feeding of the curiosity 
and desires of a merchandise-minded people. 

Perhaps fashion displacement is solving the indus- 


try’s problem, for a germ of an idea comes out of Holly- 
wood that because of longer hair, because of sun wor- 
ship, because of fewer clothes and because of no hose, 
the thing to do is to design and create a new Grecian or 
Roman sandal. No industry progresses without giving 
the public new thrills each season in its merchandise. 

One thing is certain, footwear cannot be displaced by 
any other article. It is a positive article of commerce as 
long as civilization continues. We have had fashion 
displacement of dozens of articles which time and modern 
manners have eliminated. 


Getting Ready for Boston Show 


New Features Will Be Added This Year 


HE official announcement of the Tenth Annual 

Boston Shoe and Leather Fair has just been issued 
by President Charles T. Heald, and will be followed 
from time to time with supplementary statements set- 
ting forth the various details of the three days’ program 
as they develop. 

The Fair is again to be held in Hotel Statler, Boston, 
a large part of which has been reserved for this im- 
portant trade event, and the date is July 8, 9 and 10— 
“The Week After the Fourth.” 

While the program will, to a large extent, be carried 
out along the same lines as that of 1928 there will be 
several new features of interest to exhibitors and visit- 
ing buyers. 

In his official statement President Charles T. Heald 
says: 

“Last year’s Fair, as you will remember, was the most 
successful since this official enterprise was established 
by the New England Shoe and Leather Association a 
decade ago, attracting to. Boston one of the largest 
gatherings of buyers ever brought together and result- 
ing in excellent business for our cooperators. 

“We have planned a three-days’ program this year 
that will excel in interest even previous fairs, complete 
details of which will be announced later. 

“It is our earnest desire to keep the Boston Shoe and 
Leather Fair the clean and business-like enterprise it has 
been from the start, and our appeal is to manufacturers 
who believe in this policy for Shoe Shows. 

_ “The program will include the usual daily high-grade 
Shoe Style Revue in the Imperial Ballroom of Hotel 


Statler, and our hospitality program will have a distinct 
appeal to our guests.” 

The officers and committee chairmen of the 1929 fair 
are as follows: 

President—Charles T. Heald, The Stetson Shoe Co., 
Inc., South Weymouth, Mass. 

Vice-Presidents—Charles Ault, Ault Williamson Shoe 
Co., Auburn, Me., Paul O. MacBride, Milford Shoe 
Co., Milford, Mass., and Charles T. Cahill, United Shoe 
Machinery Corp., Boston. 

Treasurer—Charles C. Hoyt, National Fabric and 
Finishing Co., Boston. 

Secretary—Thomas F. Anderson, Boston. 

Executive Committee—The President, 
dents, Treasurer and Secretary. 

Style Revue Committee—Everett Bradley, Bradley- 
Goodrich Co., Inc., Haverhill, Mass., Chairman. 

Publicity Committee—Roland H. Haviland, The Stet- 
son Shoe Co., Inc., South Weymouth, Mass., Chairman. 

Exhibits Committee—Major Charles T. Cahill, United 
Shoe Machinery Corporation, Boston, Chairman. 

Hospitality Committee—Paul O. MacBride, Milford 
Shoe Co., Milford, Mass., Chairman. 

Registration Committee—Thomas A. Delany, Secre- 
tary National Shoe Travelers’ Association, Boston, 
Chairman. 

Room Assignments Committee—Harland P. Leighton, 
Colella & Leighton Shoe Co., Lynn, Mass., Chairman. 

Ladies’ Reception Committee—Mrs. Charles T. 
Heald, Honorary Chairman; Miss Helen M. Haney, 
Boor AND SHOE Recorper, Boston, Executive Chairman. 


Vice-Presi- 
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SHORTENING 
THE ROUTES 


To The Finished Produet 


. < whir of the spindles in the new International Shoe Com- 

pany textile mill at Malvern, Arkansas, spells the solution of 

another economy in shoemaking. The journey from raw cotton 
to finished fabrics for shoe linings has been shortened. 


Gone are the extra stages where unnecessary handling of materials 
demands its share of the price at which International Made shoes 
must be sold. Company ownership and operation of 14 tanneries, 
59 auxiliary plants, a factory for rubber heels and composition 





soles, and a textile mill for shoe linings open up avenues for econ- 


omies that would not be possible if these materials were purchased 





in the open market. 
ROBERTS, JOHNSON & RAND PETERS SHOE co. FRIEDMAN. Sumy SHOE Co. 
STAR BRAND SHOES DIAMOND BRAND SHOES RED GOOSE SHOES 
SAINT LOUIS 





MANUFACTURERS 


i 
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The International Shoe Company is continually seeking ways and 
means to further reduce costs of production and distribution. At 




























the same time an insistent principle for a continuous improvement 
of the quality of its products is typified throughout the entire opera- 
ting scope of this great organization. 


The International Shoe Company is the world’s largest manu- 
facturer of footwear. It is also the largest tanner of leather. The 
company makes-its own rubber heels, composition soles, shoe car- 
tons, shipping containers, salesmen’s trunks, chemicals —in fact, 
it either makes the majority or at least a part of every kind of 
material that enters the finished shoe, except the tacks, hooks and 
eyelets, threads and laces. 


By such processes of production and distribution, the seeming 
opposites of higher quality and lower costs join in happy union in 
International Made shoes, for International contributes its mani- 





fold advantages to every pair of each of the different brands under 
which its products are marketed. These advantages are yours to 
give when you sell International Made Solid Leather Shoes. 





abe 
@ <eayyn™ 
MORSE & ROGERS HUTCHINSON-WINCH 
NEW YORK BOSTON 
SUNDIAL SHCES TRIANGLE BRAND SHOES 
NEW YORK BOSTON 


TANNERS 
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New 
profits 


from 
concentrating 


er 




















are these immediate advantages in concen- 
trating your buying —“increased turnover,” “re- 
duced inventories,” “preferred service,” etc. 


But “concentration” means choosing, and choosing 
means weighing a line from the standpoint of increasing 
profits — for example: 


Will this line be the easiest to sell? 

Will my customers know it and want it? 

Will it be long enough to satisfy every customer? 
What service will I get? 


A sales-building combination 


Goodyear Glove Brand and Keds form the ideal com- 
bination. 
Glove Brand has led the gaiter, gum and heavy foot- 
wear field in fit, style and quality for more than 80 GALOSHES & RUBBERS 
years. Smart women, farmers, sportsmen, policemen, 
— are but a few of the many possible customers for 
Glove Brand products. No single line enjoys equal 
nation-wide prestige. 
“Glove” is one rock for the foundation in the build- 
ing of a profitable business. 
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»+. you choose 


established 





leaders 


OW consider Keds for your boys’ and girls’ trade. 
Clearly, there is no line of canvas-topped, rubber- 
soled footwear that even approaches Keds in the minds 
of most youngsters. There is a Keds for every sports 
and play occasion—a complete range of both styles and 
prices. More people instinctively ask for Keds than for 
any other canvas-topped, rubber-soled shoe. 


Keds together with Goodyear Glove Brand meet 
every requirement in the waterproof and canvas and 
rubber footwear fields. Both lines are in constant 
demand. 


With each line goes unequalled manufacturer-to- 
dealer service—there are 135 wholesale distribution 
outlets to see that your stock is complete at all times. 


7 7 7 


You probably have decided to “concentrate” your buying 
this year, but before you do— 


Wait for our salesman to explain our 
1929 sales story in detail. 











a 
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Johnston & Murphy 
Rurpines MOHAWK CALP 


The shoes illustrated are made 
by Johnston & Murphy from 
Mohawk Calf—Ambassador last. 
Stock number 412. 





























RUEPING'S 


OHAWK CALF 


Where dressiness is paramount and stamina is appreciated, 
Rueping’s MOHAWK Calf is strongly in evidence. The reason 
is that MOHAWK is widely known as the blackest smooth calf 
and the smoothest black calf. There is a remarkable depth to 
the black. There is a closeness of grain and fineness of break 
bespeaking innate quality. Add to this a decided mellowness of 
feel, and you will realize why old shoes of MOHAWK CALF look 
new and new ones feel old to the feet. 


THE FRED RUEPING LEATHER CO. 


FOND DU LAC, WIS. 





ROCHESTER SAN FRANCISCO 
LEICESTER, ENGLAND 


FRANKFURT, GERMANY 


CINCINNATI MILWAUKEE 
NEW YORK 


BOSTON CHICAGO 
ST. LOUIS 
MILAN, ITALY 


MONTREAL 
PARIS, FRANCE 
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After Easter the sport season will be 
on. The gaps which pre-Easter sales 
created can be profitably filled with 
our sport shoes. You like good 
shoemaking—we can give you that. 
You like good fitters—zell, there’s a 
great stock depariment here to serve 
you with them. You like to see the 
customer feel satisfied—any of our 


eves the P “ 


shoes will make him feel that way. 
Our sport shoe sales show a yearly 
increase, a fact we mention because 
it is so significant. The style shown 
here has elements of real artistry. 
It is one of the peppy “Beacon” pat- 
terns that go big. Write for our cat- 
alogue of sport shoes in stock— 
write for it today. 


MEN’S AND WOMEN’S WELTS FASHIONED BY 


F. M. HOYT SHOE COMPANY 
MANCHESTER, N. H. 


MINOTS’ 


LIGHT 


MASSACHUSETTS BAY 


YOUN 


a 


A Swarry Comsmation 
or Brack Cave awn Wurre Buck 
IN STOCK 
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Recorder Show Card Service 
—a practical business J 


builder for shoe merchants ¢ 






—AND, is the most valuable of window card franchises to own for 

your town, suburb or metropolitan shopping center. 
MANY WELL RATED MERCHANTS from coast to coast now 
use it with profit. Ask us if your town is or may be open. 


NOW READY 
APRIL CARDS 


Cards No. 2, 7, 8, 9, 10, 11, 12— 

(3 Colors—Blue, Orange and Black) 
Cards No. 3, 4, 6—(2 Colors—Black with Green) 
Cards No. 1, 5, 13, ee 


SINGLE ragga 60 Zw: 
WITH owas 


Select any subject below by number 
Special hand lettered text of your own on card carrying 
two-color design, shown to the right, 85c. each. Available 
to merchants in towns only where there is not an annual 
card service member. 


WOMEN’S HOSIERY 
No. 1—Spring Styles No. 14—We have the new SUN- 
No. 2—Fashion Note (Spring TANS, in service and 
ensemble requirements) chiffon— 
oe eee ee ' GENERAL 
No. 4—Step-Ins, Colonial new No. —— Te Spring and 
interpretations— No. 6—Evening —_N. eed new 
MEN’S or t party 
No. ae Spring a young man’s No. pe Ne integrity of this 
ancy No. 8—The honest shoe—least 
No. 12—For Men—Correct style, expensive article you buy. 
ete.— No. o—0u an a nd looks, 
long service 
CHILDREN’S No. 10—You have your Spring 


hat—we have your Spring 
shoes— 


N. B.—The privilege of exchange of current month’s cards 
is available to annual card service members who may find 
listed above card texts which better cover their merchan- 


No. 13—All dressed up—thought- 
fully fitted here— 








SBRING 


STYLES 

















(Black With Tulips in Color) 


Above illustrates one of April cards— 
distinctive and different. Sure to hold the 
window-shopper’s attention to the window 








































dising program. trim. 
Attractive Printed Price Tickets 
All Regular and Clearance Sale. 
Hand-Lettered Any prices wanted 25c to $22.50—Green Border 
Price Ticket Any prices wanted $1 to $9.95—Orange Border 
Actual size, gold and elias eae 
reddish brown desi pest nn 
black figures—80 $1.10 
onane 12 doz.—$2.00 
69c to $17.50 24 doz.—g3.50 
25¢ per dozen 12 each of 6 prices 85c. 
b doz.—$1 25 12 doz.—1.50 
12 doz.—$2.25 26 denef2.50 BO 
24 doz.— $4.00 1 doz. of one price 15c. 
Cash or stamps 
Check With Order, with ender 
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design and colors. 


10 card service $5.00 


4 card holders 
100 blank price tickets 













































Try the Service 
for 30 Days— 
Mail the Coupon 


In the panel are brief de- 
scriptions of the _ several 
Services we offer. Select the 
one you wish. Try it for a 
month. Then if you are not 
entirely satisfied, you simply 
pay for the one month's 
showing of cards, at the low 
yearly rate, the card holders 
to be returned to us. Fair 
enough, you'll agree. Mail 
the coupon today! 






















14 interchangeable show card monthly service, all sales 
essages different, each month’s cards of different 


6 card service $3.00 


2 card holders 
50 blank price tickets 


TY Pr Or tie T 


Service You W ish— 
Then Mail Coupon 


H 8 de (7"xtt”). 
Service 2 Art Card Holders. 
No. 1 100 Blank Price 


Tickets. 
$4.00 monthly ($48.00 the year). 





Service by cards (7”x11*). 
4 Art Card Holders. 
No. 1-B 100 Bleak Price 


Ticket 
$5.00 monthly ($60.00 the year). 


JUNIOR © cards. 2 Art 
Card Holders, or 

Service frames. 
50 Blank Price 


Tickets. 
$3.00 monthly ($36.00 the year). 
Printed Price Tickets 


Olive green er orange berder with Biack 
figures 

12 each of any six 3 $0c. 

per month if wan any 

annual card service. 














Pie fo 


Pet eeeseseee eee eee sees sees esses 


' 
7 
‘ COUPON 
7 ! BOOT & SHOE RECORDER, 
dow s 189 W. Madison St., Chicago, Il. 
: + en enter en | order for the Recorder “Selling 
Art Card Holder Base (above) ; yg a. a co ~y™ rds each ‘menth 
Supplied free to annual card service oe or es 4 only. i: and art card holders, with the first month's 
a in either Gold or — gil - wa felt ' service, beginning with cards for April, for 
Se tei er el dae ta ——_ 
4 your Gnest winéeow Gxtures. : For cash in advance full year’s service, 5% 
rder 
d ; bod service be yy before expiration of order. 
rder ' wo « © pay $1. 00 pes my additional for each 
s mon service deliver 
; Annual Card Service is exclusive for Bee @ ~ Ry 1") — - le 
one merchant in an average size town, ¢ We prefer:—(gold) (silver) Card Holders. 
suburb or metropolitan shopping center. $ Place following name on card holders............ 
0 € 
7 
Per eery TOPE TITTTTTIT TTT Ti TTT (letter plainly) 
10 : 
2s 85¢. : Printed Price Tickets :— 
Merchants Service Dept. ae. 
od ' EE c.< cueudsepbéw sneered see s0eessedaeves 
- 
~ BOOT A SHO CO 
T AND | 
ce 15¢ ; pI ne Ce Sa ae ee 
his 189 W. Madison St., Chicago es 
State oe Poca Oo el 
s 
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The Trade Unionist Does 
Look for the Union Stamp 


O NOT judge the demand for Union Made shoes by the number of actual 
Trade unionists patronize merchants who sell Union Made shoes 


requests. 

and they make certain that the shoes they buy bear the Union Stamp. 
They know where to find the Union Stamp and that an indistinct impression. re- 
sembling it is likely to be a counterfeit. 
Enjoy the patronage of trade unionists, their families and their friends by showing 


the Union Stamp. 


BOOT & SHOE WORKERS’ UNION 
BOSTON, MASS. 





246 SUMMER STREET 
Affiliated with the American Federation of Labor 
CHARLES L. BAINE 


COLLIS LOVELY 
General President General Sec’y-Treas. 














THE Circular Stitch visible 
eyelet is a feature of true style 
because it contains not only 
distinctiveness and beauty of 
design but also points of prac- 
tical convenience .. . A shoe 

t equipped with visible eyelets 
ES has that appearance of finished 
22 construction that leads cus- 


tomers to buy. 


Advertising appearing regularly in 
Vogue, Vanity Fair, Town & Country, 
Spur, and the New Yorker, is acquaint- 
ing your customers with the advan- 
tages offered by visible eyelets. 


UNITED FAST COLOR EYELET 
COMPANY 


BOSTON, MASSACHUSETTS 





CIRCULAR 
STITCH 


* 


\MOND BRAND [7stble FAST COLOR EYELETS 








Customers look for shoe style 
in the shape of the toe. Celastic 
box toes reproduce the delicate 
lines of the last. They do not 
build up the toe destroying the 
light, dainty lines so essential in 
present-day styles. Celastic is the 
secret of the shoe’s toe-smart- THE QUALITY 


ness, its lasting toe-beauty, and 
perfect toe-comfort. BOX TOE 
U/C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SHOE STORE SERVICE SECTION 


Devoted to Display and Merchandising Methods 


There’s Too Much Time 
Between Shoe Purchases 


can provide the said _ incentive. 
And don’t say “can’t.” 
There are quite a number of things 
that you can do in the matter. We 
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Bring customers in 
oftener to establish 


clothiers and women’s wear 
shops, find that most of their 
customers can be classed as “tran- 


HOE stores, in common with 


sient” whereas in lines that people 
buy more frequently, such as groc- 
eries and meats, most of the customers are “steady.” 

Why is it that the public in general have a habit of 
buying the latter commodities regularly at certain places 
and of “shopping around” for the others? 

The chief reason is that what people do regularly— 
that is, every day or every week—they form a habit of 


a buying habit 


will enumerate here some that have 
proved successful. They may bring 
to mind others that should be effective. 

A shoe merchant recently inaugurated a plan of giv- 
ing a pair of hose free with the tenth pair bought by a 
customer. A ticket was given with each pair. The 
customer could buy one pair at a time; or, of course, 
more if she wished. The price of each pair was noted 


doing in one way. Hence they develop a habit of going on the ticket. If the prices varied they would be aver- 
aged to determine what priced stocking should be given 


to one store for their groceries. 


But shoes are different. 
They go months between 
shoe purchases. They don’t 
get to feel as closely ac- 
quainted with the shoe 
dealer as they do with the 
grocer. They don’t feel 
guilty about going else- 
where for their next pair 
of shoes, as they would 
about about doing likewise 
for their next order of 
groceries. 

There is one thing need- 
ed to draw customers as 
close to the shoe merchant 
as they are to the grocer— 
and that is frequent contact. 

Shoe purchases are far 
apart, but visits to your 
store need not be. 

Provide the incentive for 
customers to come in sev- 
eral times between shoe 
purchases and you will be 
training them in the way 
they should go-—inducing 
the development of a habit 
that will make “regulars” 
of the transients. 

The foregoing logic is 
simple enough—and it 
means something if you 








To Pep Up Sales 
in April 

April 1-6 

Don’t play an April Fool joke on yourself 
by leaving any cards with the word “Easter” 
in the windows after March 31. Better take 
them out Saturday night, even if you are not 
changing the trim then. 

Keep up your advertising. Easter is over, 
but your spring selling has just begun. Keep 
your name before the public. 


April 8-13 

Rubbers .are needed in April. Now is the 
time to cash in on them. ave an ad set up 
ready to run and ’phone your insertion order to 
the paper when it rains. Likewise be ready 
to slip in a unit trim of rubbers on a minute’s 
notice; also have some window streamers or 
show cards for them. This is a good item for 
direct profits and it brings people into the 
store between shoe purchases, which is a con- 
summation much to be desired. 


April 15-20 


Local conditions may indicate one item or 
another as good to feature at this time—but 
if in doabt, give SPORTSWEAR a whirl. The 
public’s mind is now on golf and other spring 
sports. Even those who don’t personally in- 
dulge in these sports will likely take notice 
= an attractive ad or trim that tunes in with 

em. 


April 22-30 


Check up on what . planned for May Day 
in your community. If the schools, churches, 
ete., are holding exercises for that occasion, 
a! it up in some trims and ads on children’s 




















gratis. That was a strong 
trade puller. It brought 
customers in between shoe 
purchases—produced a di- 
rect profit—built good will. 

Several have installed 
electric shoe shining out- 
fits, which aren’t expensive, 
and give shine tickets free 
with new shoes. This has 
proved a very good move— 
for bringing new custom- 
ers in as well as for keeping 
them coming in. 

A very good practice, 
which comes under the head 
of service, is to bring for- 
ward the right dressing to 
be used for each pair of 
shoes. This should always 
be done, as a safeguard 
against the use of cheap, 
gummy polishes that spoil 
the appearance of the 
leather and tend to make it 
dry and hard. Impress on 
customers that it is eco- 
nomical to use the best of 
dressings. Another item to 
bring them in occasionally. 

Shoe laces might be used 
as a “bait” to draw them in 
between shoe purchases. A 
[TURN TO PAGE 96, PLEASE] 
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| Meeting Seating Problems 
for a Half Century 


Has given us the answer to your Profit Problem 


A half century of seating service to theatres, smartness to your store. Bring in more and 
schools and churchesstands behind“American” better trade. Build confidence in your values 
claim to seating superiority. The same organi- and management. Make your store the pre- 
zation, seating experts and master craftsmen ferred place to buy shoes. 

have given their specialized knowledge to 

meeting shoe store seating problems. Resources FREE SERVICE AND BOOK 
and research have been applied tomake Amer- Our engineers and draftsmen have suggested 
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ican Interlocking Shoe Store Chairs a 
vital business building factor in your store. 
The discriminating shopper seeks out 
the store that reflects distinction. 
Where equipment is in harmony with 





2! 


oO" ii 


better taste . . . and shopping is made “New Styles in 


pleasant. “American” Chairs, beautiful 
in finish and design, add this touch of 


Shop Seating’ 


handbook for 


the modernshoe store 
owner or manager. 


novel seating arrangements for thou- 
sands of shoe stores from coast to coast. 
Their experience is yours without obli- 
gation. Write our Shoe Store Service De- 
partment for seating ideas. Our helpful 
32-page book, “New Styles in Shop 
Seating”, also free to interested owners 
and managers. Write for a copy today. 


American Seating Company 


1016 Lytton Building 


Philadelphia: R. 703-1211 Chestnut St. 


Branch Offices 
New York: R-601-119 W. 40th St. 


Chicago, Illinois 


Boston: R. 302-69 Canal St. 
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Art Moderne Butts into | 
Advertising 


Clever Use of Gray Tones and Unusual Placing of Shoe 
Illustrations Appear In Big City Papers 


f VHE advertising manager is 
swiping ideas from the win- 
dow designer these days, 

and the familiar art moderne bids 

fair to be as popular in newspaper 
publicity as it has become in the 
windows of the metropolitan stores. 

One of the best examples seen 
recently is that of Wolock & Bauer 
of Chicago, at the right. The 
shaded area at the top of the ad- 
vertisement suggests the step ar- 
rangement of the wood blocks used 
in many modern window trims and 
the element of style is interjected 
by the use of the woman’s profile 
and hand. The off center placing 
of the shoe, with description, price 
and store address in one unit is 
not only pleasing but helpful to the 
newspaper reader, as it gives in 


ard Presen ee 7 


Soi Te 


Aside from the physical appearance of 
these advertisements they are excellent 
examples of the merchandising practice of 
the firms represented. This is particularly 
true of the Stevens and Peacock advertise- 
ments, both of which stress a single pattern 
in @ wide variety of colors and materials. 
The former has the shoe in blue and varied 
shades of sun-tan kid for afternoon; in 
colored Maraka for informal occasions ; and 
in gold and silver kid, white crepe and satin 
for formal evening wear. The latter de- 
scribes the Zonara pattern as available in 
brown, mocha bisque, creole and black kid 
and in patent. Wolock & Bauer take ad- 
vantage of the ensemble idea to stress 
matching bags and shoes 


one place everything needed to 
enable the reader to decide on the 
shoe—even where to get it. 

The peacock, in the advertise- 
ment of the Peacock Shoe Shop, is 
made to stand out by the introduc- 
tion of an art moderne background 
and the background, furthermore, 
is so arranged that the eye follows 
it naturally to the shoe. 

Still more modernistic in its 
treatment is the Charles A. Ste- 
vens advertisement in which the 
design carries the eye to the shoe 
no matter on which portion of the 
ad the eye first rests. If on the 
book, then the eye travels down 
vertically. If on the base of the 
book, or the opera glasses, the 
slanting lines carry the eye to the 
right 


For feet 
that play a pert... 


Of appreveatiom — ii & @ shaw af verwatile arom plichrmemts hm 
i Ge OREM NT Be Sater 5 
catered Warahe or billie: 
fir Wmctng eth Cet nad Ser Hd bo Wt Orage da, 
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Shoe department, J. L. Hudson Co., Detroit, designed and equipped by Grand Rapids 


IF YOU SHOULD QUIT TODAY 


—and join your competitor across the street, what 
flaws would you find in your present business? 


UST as close reading brings on near-sightedness, 
so too close an association with your business is 
likely to bring on short-sightedness. 


To gain a new perspective—to free yourself from 
the thousand and one daily details of your business 
—is indeed difficult. 


Obviously, you can’t quit and look at your business 
through the eyes of your competitor. If you could 
you might make radical changes. 


But there is a way to get a fresh viewpoint—to gain 
far-sightedness. 


You are privileged to call upon the services of our 
staff of 60 store planning engineers. These skilled 
and capable experts, fortified with a background of 
nearly 30 years’ experience and boundless resources, 
will bring to you not only an outside viewpoint, but 
practical and profitable ideas. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 


Errors that may long have escaped your vigilance are 
brought out into the open. Every square foot of 
your store is analyzed, and is charted with a view 
to future growth. 

These store planning engineers are highly trained 
specialists. They have been responsible for the plan- 
ning and equipping of some of America’s finest 
stores. In practically every instance where their 
recommendations have been followed, marked in- 
creases have been shown in sales, without increase 
in floor space. 

The importance of a properly planned store and 
modern equipment is paramount in the continued 
success of your business—they are the best invest- 
ments any merchant can make. 


Feel free to consult this staff of store designers. Send 
for information and literature. No obligation is 
incurred. 


Formerly: The Grand Rapids Show Case Company - Welch-Wilmarth Corporation 











Factories: GRAND RAPIDS STORE EQUIPMENT CORPORATION, Grand Rapids, Michigan | _ Executive Offices: 
Grand Rapids Gentlemen: Please send literature and information Grand Rapids, Mich. 
Portland, Ore. regarding your Store Planning and Equipment tad Branch offices and 

Baltimore Newe representatives 
New York Ci i 7 

oO ity City in every territory 
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STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF FINE STORE EQUIPMENT 
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This merry-go- 
round is 'y one 
of several decora- 
tive units 
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W here Furniture Sells Shoes 


Mother Goose and Many Other Legends Form Basis of 
the Decorations in This Hollywood Store 


“ AIRYLAND” would have been a good name for 
ki if it hadn’t been more practically called “The 
Children’s Bootery.”” For indeed it is a fairy- 

land, this store in Hollywood, Cal., even to; Cinderella’s 
lost slipper, a tiny exquisite thing of spun’ glass which 
rests on a satin pillow—perhaps the very slipper the 
Prince carried, in the display window of this fascinat- 


ing shop. 








To greet one, in the center of the room is a most 
exceptional merry-go-round. There are individual seats 
with puffy fat pillows of red, orange, yellow, gold and 
light green and fitting stools adorned to match. The 
seats are carved to represent animals—a rabbit a pudgy 
pig—an elephant and the like. Within the merry-go- 
round circle are various birds and animals which are 
also carved of wood and gayly colored, each holding in a 
jauntily uplifted foot the newest kind of shves for small 
folks to wear. 

On either side of the door as one enters are low cov- 
ered platforms on which are displayed all types of foot- 
wear. There are glass show cases, too, used for display- 
ing shoe polishes and stockings. These cases are sup- 
ported on either side by huge brightly colored rabbits 
with white coats. The stockroom is apart from the shop 
~separated by a large silver screen on which are paint- 
mgs of more fairy characters. ~The wall decorations are 


a continuation of ideas that appeal to children, portray- 
ing in a most artistic and decorative fashion “The Old 
Woman Who Lived In a Shoe,” “The Little Pig That 
Went to Market,” little toy soldiers and so on. 

About the room are various odd chairs fitting into 
positions apparently made for them, and drawn up 
beside them are small tables adorned with parchment 
shaded lamps that make to complete what is already a 
truly fairy house. All of the lighting fixtures are cov- 
ered with illustrations of many famous mythical charac- 
ters. Miss Ula Lee, an illustrator of renown and well 
known among the film folks of Hollywood, has carried 
out in the decorations picture stories of children’s 
favorite legends. To Mr. Casey Roberts, a famous art 
director, is due the credit of designing the fixtures and 
furnishitigs. He has considered all members of the 
family in planning this delightful and attractive shop. 
There are divans deeply upholstered and covered in gay 
chintz, for the comfort of mothers and children who are 
waiting. 

The real motive behind the shop is truly admirable in 
that Miss Bernice Frank, the owner, wishes to give to 
the mothers of Hollywood the opportunity to have their 
children’s feet properly fitted. From personal experi- 
ence she feels there has been too little attention paid 
to the choice of children’s foot apparel. She means 
[TURN TO PAGE 96, PLEASE] 
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2Nearly every person who 
enters your store is a pos- 


sible purchaser of Repco 
Brushes and Daubers. 
Display Repco Brushes 
and Daubers prominently 
and call your customers’ 
attention to them. Take 
advantage of this fine op- 


portunity for additional 
findings profits. @,Rerco Brushes are made in both the stapled and 


wire-drawn types. The wood and bristle stock are the finest obtain- 
able, and are equally good in both types, while the wax finish is 
carefully applied and is lasting. The two types differ only in the 
method of fastening the bristle knots. @,Repco Daubers are made 
only in the stapled type. Like the brushes, they are made of the 


finest.stock and finish. 
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Living Room=—Not Salon 


Comfortable Informality, Rather Than Grandeur, 
Makes This Salesroom Unique 


for its effectiveness largely on its appearance of 

extreme luxury and a certain stiff formality. The 
living room of a well furnished home depends for its 
effectiveness on its appearance of solid comfort, mixed 
with a satisfying amount of restful beauty. It can con- 
tain within its four walls a number of different types 
of furniture—even different periods, if they do not 
clash. 

The above paragraph accurately summarizes the 
thoughts which drifted through the head of Frank A. 
Eley of Toledo, Ohio, while he was planning the in- 
terior of the new store which he has just opened at 1129 
Sylvania Avenue, that city. Incidentally, the new store. 
known as the West Toledo Boot Shop, has double the 
floor space of the old store at 961 Phillips Avenue, in 
which Mr. Eley opened for business about six years ago. 

The first thing that strikes the eye in this new living 
foom type of shoe store is the extremely large, over- 


’ | NHE salon type of footwear salesroom depends 


stuffed divan or davenport in the foreground—made 
still more homelike in appearance by the presence of 
half a dozen different colored cushions strewn care- 
lessly over its surface—hurled there apparently by the 
children while at play. Sitting on this divan, the cus- 
tomer’s feet find a natural resting place on the matching 
footstool, which is really a fitting stool. 

The rest of the furniture is a carefully chosen medley 
of chairs, occasional tables and large lamps and even 
a desk and a bookcase, the latter serving a useful pur- 
pose as a shoe display unit. 

Mr. Eley has taken the exclusive agency in Toledo 
for the Dorothy Dodd line of women’s shoes and has 
installed, also, a complete line of hosiery in a department 
by itself. 

On opening day, March 2, women who attended were 
given bouquets of flowers. Male escorts were presented 
with something to smoke. The new store is in the build- 
ing built and owned by the West Toledo National Bank. 











Resbieiie Shoes| 
Stimulate Spring Selling 




























No. P506. Black Calf Bal. Oxford, 
over Last No. 55, with “Wingfoot” 
Malf-Pleel . cccceseiscvsceivs 

In Stock—A B, 7 to 12; 
C and D, 6 to If. 










There is a Stantest Shoe for every 
occasion — they sell and repeat. 


The shoes that build and sustain 
a reputation. 


When retailers realize the value per 
dollar contained in these shoes busi- 
ness grows. 


Fiebrich-Fox-Hilker 
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Manolis adding a new idea 
Forget-Me-Not Rhinestone 
Buckle 


(as illustrated) 


Style 828, 


Price $19.00 
per dozen pairs 


Besides the number we are illustrating above we have several other 
the same style as the Forget-me-not. The Forget-me-not 
style can be made to order only for colored stones that you may 
desire. We carry only white stone buckles in stock. 
For a number of years we have manufactured and designed prod- 
ucts that sell with good profits—shoe ornaments and spats. Prices 
average. 
NS ook oo sie nino oooteendoe $2.25 to $7.00 doz. prs. 
Strap ornaments $8.00 doz. prs. 
Buckles, different sizes and shapes...... $5.50 to $24.00 doz. prs. 
Cut Steel Buckles.......... $8.00 doz prs. to $17.00 single pair 

















EE SEED wb 0 .d-s bn Soe bseccoeseiene $3.60 to $4.80 doz. prs. 
PE ad ecceseccepbRecdenceeee $4.80 to $9.00 doz. prs. 
Attachments and fillers are charged extra. 

SE 6 d0cdhe acc eles dcueuaccceseoie $10.50 to $30.00 doz. prs. 


This is the time to place your orders for spats. 
tative or write us in regard to future deliveries. 


MANOLIS MANUFACTURING €0. 
Manufacturers of Shoe Novelties and «Spats 


4248 No. Crawford Avenue, Cliicago 


See our represen- 














Preparation 
Means 


Opportunity 






Prepare with An- 
drews Interlock- 
ing Chairs for 
higher grade busi- 
ness for more cus- 
tomers and more 
volume. We help 
you prepare intel- 
ligently through well engineered 
plans. 

Andrews Chairs, Veneered, Uphol- 
stered. 


Write for Catalog No. 90 


THE A. H. ANDREWS CO. 


107 So. Wabash, Chicago 
Portland 





New York 





Shoe Co. 


Racine, Wis. 





Seattle 
1472 Broadway 45 Fourth St. 617 Western Ave. 
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aloshes 
for 
ummer 


N ow Light-weight Types Being 


: Developed for All-the- 
“ Year-Round W ear 








CO. 


Here is a beige Raintogs oxford in a glove 

fitting, two-snap-button, model, with trim in 

» Ave. brown. Its color blends with colors of 
costume 


A brown Raintogs oxford in buckle design, 
with strap. Note the close-fitting top 


HE modern woman wants style, as well as 
utility, in galoshes. The retail shoe merchant 
wants to make a profit on galoshes. The new 
models now being shown by rubber shoe manufac- 
turers have been developed with these thoughts upper- 
most in mind. 

Among the interesting rubberwear being pre- 
sented in smart, all-the-year-round sellers, are Hood 
Raintogs. It is claimed that they are made from a 
newly perfected, suede-like fabric, manufactured only 
by the Hood Rubber Co., under an exclusive, patented, 
process which makes them light, yet durable, glove 
fitting and suitable for wear from January to Janu- 
ary, fight through the Spring and Summer months. 
Their harmonizing shades in the accepted colors of 
beige, brown and gray, are barely distinguishable 
from the shoes they protect and cover. 

This new material, when soiled, can be cleaned 
easily with ordinary soap and water, and restored to 
its original appearance. Laboratory and special walk- 
ing tests of hundreds of miles have been made to 
test its durability. 

New models, as well as staple patterns, are appear- 
ing on the horizon. For fair weather, and for storm; 
for city or town wear, there is a variety of styles 
and colors for 1929-1930, to give the women of this 
country, ample opportunity to buy attractive and prac- 
tical galoshes, with all of the advantages, and none 
of the disadvantages, of the old-time overshoe. 
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60—Menihan’s Newest In-Stock—60 
Numbers for Spring 


New Patterns — New Materials — New Sellers 


‘ 








“Stocking the Newest First” 


Menihan’s reputation for always having In 
Stock the season’s most popular styles was 
never better demonstrated than in our New 
Spring line. Every number you see pictured 
“PEBBLE” Special Process here is a Seasonable Hit—a sure seller and an “PEBBLE” Special Process 

Sun B-896—G enuine Beige 


assured profit maker. Please order promptly. Watersnake with Kid 


Quarter to match 











“ORMO” Special Process 


“IVENA” 5S 1 Pro 
B-806Genuine Be ige — 
to 








“VERDELLE” 
Special cess 
Terms Net 30 Days B-848S—Genuine Black 
“IVENA” Special Pro Twenty-five cents additional for orders — with Mat EK 
B-202—Genuine 


cess 
Beige of less than three pairs. B- ETT, Dark Blue 
with Kid Lizard with Blue Eid 
Quarter 6. 


THE MENIHAN COMPANY 


In-Stock Department Cleveland Office: 
The Hollenden Hotel 


ROCHESTER, N. Y., U. S. A. oe aes 


New York Office: San Francisco Office: Les Angeles Office: Chicago Office: 
846 Marbridge Bidg. Plaza Hotel 111 East 8th St. Majestic Hotel 
B. W. MOYLAN H. S. KUSHINS Cc. E. VAN DE GRIFT F. J. SATEK 


New England Office: Draper Hotel, Northampton, Mass., ELLIOTT LA MONTAGNE 





Makers of Menihan Arch-Aid Shoes Write for Agency Proposition 





lle eee de eee 
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“POLO” Special Process 
15/8 LEieel 


B-206—Light Belge Eid. .85.00 
B-205—Patent Leather... 4-85 


a B-849—Black Satin 


B-’ 
B-% 





“TINETA” Special Process 
B-200—Sunburn Beige Kid 
co 

pecia ocess 
Nickel and Jet Buckle B-505—P a te nt Leather 


B-183—Patent Leather. ..$4.75 with Black Porcupine 4.75 


“PHYLLIS” 
Special Process 
22/8 Heel 
B-201—Light i. Kid 
with contrasting Genuine 
rd Trim $4.85 


“TOITY” Special Process 

B-193—Sunburn Calf with 
Porcupine Calf Trim to 
match 

“LELIA” § 

B-264—Patent 

B-255—Beige 


al Process 

ther...84.765 

Kid 5.00 
2 


“REGENT” Special Process 
19/8 Heel 

B-998 

B-944 


B-44§ 
B-4096 


“BERNICE” 
Special Process 
Gold and Brown Buckle 
B-149—Brownstone Kid. .85.00 





“NORGE” “SPEAR” 
B-824—wWhite Calf $4.85 B-825—White Kid 


THE MENIHAN COMPANY 
In-Stock Department 
ROCHESTER, N. Y. 


SEE OPPOSITE PAGE 


“BOLERO” 8 1 Process 
B-S08— Patent Lester. . 84. 


75 
B-304— Kid 5.00 





“CLARE” Special Process 
ee! 

















“NANA” Special Process 
“Combination Leather Bow’’ 
B-405—P atent Leather 
with Black Porcupine 
Calf Underlay $4.75 
-406—Beige Kid with 
Ivory Porcupine Calf 
Saddle 


“IVENA” Special Process 
B-252—P atent Leath 


ther 
with Black Porcupine 


with Ivory Porcupine 

Calf Trim 
B-948—Med. Blue Kid 

with Genuine Blue Lizard 


Moire Calf Trim 4.85 
B-446—White Kid, Lizard 
Tri 5.25 


“FLASH” Goodyear Welt 

12/8 Leather Heel, Thin Rub. Top 

B-298—Black Kangola 
Calf with Gun Metal 
Patent Trim 

B-398—Medium Shade Tan 
Calf with contrasting 


Calf Saddle 5.50 








BOOT AND SHOE RECORDER 








“| Experts agree that to 
hit ’em straight and 
far ~ to play your best 

ame ~ comfortable 
eet are more than 
desirable~ they are 


necessary. 
Bass Golf Moccasins 
are an assurance ofthis 
better score comfort. 
SMARTLY © waccoma 


‘or 
Men and Women 
at your dealers $8 to $12 


Catalog shows the complete line 
of Bass Footwear for Sportamen 


Wrike for 
( el cal nays 
v ae The Bass ge on M 
for Golf will appear regularly 


i 
. i , in these four outstanding golf 


NfCe publications. Your customers 


& CO. wILTON.MAINE 











G.H.B 
And This Message Will Interest You 


Because it announces to your golfing customers, through an 


extensive National Advertising campaign, that True Moccasins for 
Golf (admitted best by experts) are now available at the prices of 


ordinary golf shoes. 


BASS MOCCASINS 
For Golf 


Here is the Golf Line you want for Spring. It 
will mean extra business and extra profits. 
Now is the time to place your order. 





No. 638-W—$4.65 


No. 4629-—$7.60 
Men's Brown Scotch Grain True More than 60 Styles In Stock Women’s True Moccasin for Golf and 
Moccasin for , hand seam sewed Sports, Tan Elk vamp and foxing, 
that out i “ears hae yon Catal R Gristio ocle s heel Te Stock. 3% 
ck: 6 og on Nequest to 8, B, ©, D. : : 


G. H. BASS & CO. 12 Mains:. Wilton, Me. 
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on the 


Road 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 


Demand Grows for Men’s Better Grades 


By JOSEPH KALISKy, Chairman of the N. S. T. A. 
Membership Committee. He travels Wisconsin, Minne- 
sota, Michigan, Iowa, Nebraska and Illinois, outside of 
Chicago, for Thompson Bros. 


May I suggest to retail shoe merchants selling men’s 
shoes not to forget the better grades? Many a customer 
would pay more for a better shoe, if the difference in 
price were intelligently explained to him. 

The American man has a logical mind. Higher prices 
for quality goods can be demonstrated much more quickly 
to brother than to sister. 

Don’t be afraid to talk higher prices. A man will readi- 
ly buy shoes from $10 and up if he knows why he should 
do so. 

Adhere strictly to a fixed price policy—for instance, 
$10, $8 and $6 the pair—or $18, $14.50 and $10. The 
average merchant cannot make a success on more than 
three grades. In the selling of better shoes, two grades 
are enough. ; 

Talk up your men’s shoes in your windows, in your ads, 
and to the boys on the floor. The retail shoe salesmen 
are the prime factors in the greater distribution of better 
grade shoes, at higher prices, to men consumers. Once a 
line of shoes is in the store, then the education of the 
retail shoe salesman on that merchandise should begin. 








Boost men’s light-weights for summer and sell more 


pars. 


LLL 


M4* HORN, of Clough, Horn Co., 
is on the road, for three weeks, 
with new styles for May and June. 
For a feature in his long line, he has 
a new oxford, punched as full of holes 
as a sieve, and lined with leather from 
heel to toe, the lining being of the 
seamless pattern. The Clough Horn 
factory is running 100 per cent on 
Littleways. 


“6D ILL” Hooley, of Lynn, is travel- 

ing among the big cities, with 
new shoes for the gay summer time, 
and some of the shoes are as gay in 
color as can be imagined. Yet he also 
has severely black shoes and icily white 
shoes, and shoes of raffia weaves, softly 
decorated. 


L. KINCAID, who formerly 

* traveled for Melanson Brothers 

of Lynn, Mass., is now connected with 
the Chapline-Mayer Shoe Co. in New 


York State, outside of Greater New 
York. Mr. Kincaid is now on his 
territory with the new line. 


IMON RUWITCH of Chicago, is 

now about ready to cover his North- 
western territory with the Common- 
wealth Shoe and Leather Co.’s line 
after several weeks’ sojourn at Hot 
Springs, in company with his good 
friend, Dave Davis, who represents 
Thompson Pros., in “The Windy City” 
and others including Herman Kohn of 
Wolock & Bauer, and John Spalo of 
“The Hub.” Mr. Ruwitch made a visit 
to N. S. T. A. headquarters during his 
trip to the Whitman, Mass., factory to 
attend the spring sales convention and 
to inspect his samples for the seasons 
“just ahead.’” 


Good temper is one of our biggest 
assets. 


H. MILER, 
* who _ repre- 
sents the Stewart 
Dawes Shoe Co. of 
Los Angeles on the 
Pacific Coast, re- 
cently visited San 
Francisco in com- 
pany with Presi- 
dent A. J. Gold- 
water, for the pur- 
pose of showing 
Kozy Komfort 
slippers for fall. 
Mr. Goldwater 
stated that coun- 
ters and first quality steel shanks had 
been incorporated in this line. The 
merchandise shown was a_ general 
assortment of slippers for men, women, 
and children, comprising, as Messrs. 
Goldwater and Miler explain—“new 
ideas, new styles, new leathers, and 
new slipper combinations.” 


R. H. Miler 


HE Boston Shoe Travelers’ Associ- 

ation is holding a special meeting 
today, March 30, at the Statler Hotel,, 
to talk over plans for cooperating with 
New England shoe manufacturers in 
the promotion of the Boston Shoe and 
Leather Fair, to be held in “The Hub” 
the week after The Fourth; the tariff, 
style shows, conventions, and other 
trade activities, in which the Boston 
boys may help; also to formulate meth- 
ods to increase the prestige of the 
Boston market and to make it the 
Mecca this year, and especially during 
Tercentenary Year of 1930, for buy- 
ers, the country over. This “get- 
together” is the idea of the very pro- 
gressive President, C. N. Cogswell. 


ARL JORDAN, who represents 

Lane Bros. in sections of New En- 
gland, assists Harry H. Storer, retail 
shoe merchant of Roslindale, Mass., in 
his leisure time. For instance, Mr. 
Jordan was recently “right hand man” 
to Mr. Storer during the recently held 
Trade, Style and Auto Show of the 
Roslindale Board of Trade, March 19- 
21, of which Mr. Storer was chairman. 
He also sells shoes in Mr. Storer’s store 
on Saturday evenings when the “rush 
is on.” Mr. Jordan has traveled for 
Lane Bros. for a couple of years; be- 
fore that, he was connected with the 
old firm of Thomson-Crooker Shoe Co., 
as inside man, for 23 years. 


Work is play to the man who means 
business. 
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Shoe courtesy of Johan- 
sen Bros. Shoe Co., St. 
Lowis. The Lavina tie, 
made of Tolco Cham- 
pagne Calf with French 
Beige Calf trim, new No. 
69 square toe last with 
13/8 heel—a _ popular 
priced McKay to retail 
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A. RISHEL, 
*manager 
of footwear sales 
for the Miller 
Rubber Co. of New 
York, with factory 
at Akron, Ohio, 
has added a num- 
ber of salesmen 
to his force: Frank 
E. Talbot, former- 
ly with Wetherby- 
Kayser Shoe Co. 
of Los Angeles, 
will cover Oregon 
and Washington, 
which territory was last year cover 
by Harry E. Nagel, whose activities 
this year will be devoted entirely to 
the State of California. Walter M. 
Burkley, who has covered Colorado for 
the past fifteen years with the B. F. 
Goodrich line, will cover Colorado, New 
Mexico and Arizona. The Z. Cc. M. I. 
of Salt Lake City, Utah, will cover 
the states of Utah, Montana and Idaho. 


J. A. Rishel 


a BARD C. HUSSMAN of Colum- 
bus, who sells the line of the Cen- 
tral Shoe Co., in Ohio, suffered a seri- 
ous automobile accident recently. 
While driving on West Broad Street, 
Columbus, his knee cap became frac- 
tured in two places as the result of a 
head-on collision with another car. 
Mr. Hussman will be obliged to give 
up his road activities for a while; he 
is now going about on crutches. His 
car was totally wrecked—(UTPS). 


54S JUNEAU, prominent Hollywood 
shoe merchant, and president of the 
Shoe Travelers’ Club of Los Angeles, 
was recently advised of his appoint- 
ment as regional governor of the Na- 
tional Shoe Travelers’ Association. In 
addition to keeping in constant touch 
with the associations in their district, 
the duties of these governors are: to 
suggest new methods of education, to 
increase membership, to bring about a 
closer bond of unity among the various 
locals, and to cement the stability of 
the national organization—(UTPS). 


OHN G. ERHART, who can count 

more years in the shoe trade than 
anyone would believe by a superficial 
observation of a busy life and a happy 
disposition, recently joined the sales- 
force of Huiskamp Bros. Co. of Keo- 
kuk, Iowa. Mr. Erhart began his shoe 
trade connection with the now defunct 
Rochester, N.-Y., factory of Pancoast, 
Sage & Morse and when the Huiskamp 
organization purchased the Rochester 
business the accession of John Erhart 
to Huiskamp ranks was one of the 
valuable assets which passed to the 
Keokuk company. Since then he has 
managed the Keokuk plant and been as 
prominent in the leather markets of 
the country as his company is in the 
shoe making field. Integrity, industry 
and a real humanity have built for 
John Erhart a place in the regard of 
the shoe trade that will always be 
uniquely his own. He is making his 
headquarters at Room 505, The Secu- 
tity Building, 189 West Madison 
Street, Chicago, and is calling on the 
volume buyers in Wisconsin, Minne- 
sota, Iowa and South Dakota, in addi- 
tion to the Chicago district, with 
“Gracekraft” shoes for women and 
Men’s dress welts and service shoes. 





They Do Work Up in 
Wisconsin 


“Show me a good association 
and I'll show you a good secre-’ 
tary” is a well worn maxim as 
true today as ever. It applies par- 
ticularly in the case of the Wis- 
consin shoe travelers and Chris 
Johnson. Steady intelligent ef- 
fort on Secretary Johnson’s part 
meets with a fine reaction by the 
membership, results in the steady 
growth of the Wisconsin organ- 
ization, which now and then 
“busts into print” with the win- 
ning of a membership cup or two. 

Of course, “Modest Chris” 
wouldn’t acknowledge the extent 
to which his labors have ad- 
vanced the “Badger State organ- 
ization. He claims that Rudy 
Kipling had the Wisconsin shoe 
travelers in mind when writing 
that memorable rhyme running: 


“It ain’t the guns nor armament, 
nor the army as a whole, 

But the everlasting teamwork of 
every bloomin’ soul.” 


and in large measure Chris is 
right. Anyway, it looks as 
though the fellows who headquar- 
ter in the “Cream City” are out 
for a new record this year just 
to show N. S. T. A. esident 
Frank Larkin that he may well be 
proud of this “old gang of his’n,” 
because at the February meeting 
the membership roll was increased 
and adorned by the additions of 
J. W. Anderson, with the Brown 
Shoe Co.; B. J. Riley, with the 
Helmholz Shoe Co.; H. W. Bacon, 
with the Portage Shoe Mfg. Co., 
J. E. Cassell, with the Rich Shoe 
Co., and P. Peterson, with the 
Converse Rubber Co. 

Three of the old warhorses in 
the Wisconsin association have 
“peeled a plaster off their respec- 
tive rolls” as prospective apprecia- 
tions for the member who shall 
secure the most applications this 
year, as well as a recognition for 
each member who shall secure five 
or more new members before New 
Years, 1930. 











ff BANE J. WEBER of Cincinnati, 
past president of the National Shoe 
Travelers’ Association, and who repre- 
sents Sam B. Wolf Sons Co., has been 


= increased territory. Mr. Weber 
rmerly covered southern Ohio and 
southern Indiana accounts; he is now 
traveling all of Ohio and Indiana, 


EORGE MEIERHOFFER has re- 

cently joined the salesforce of the 
Fiebrich-Fox-Hilker Shoe Co. o 
Racine, Wis. Mr. Meierhoffer will de- 
vote his attention to the distribution 
of men’s welts made at the Racine 
plant. He is best known to shoe buy- 
ers over a wide range of territory, 
through his long association with the 
Clinton Shoe Mfg. Co. In his new con- 
nection, he will visit leading volume 
buyers, in addition to cooperating with 
the entire salesforce. 
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SOBEL, one 
* of the most 
popular shoe trav- 
elers on the Pacific 
Coast, recently 
took on the repre- 
sentation for the 
Pacific Coast of 
the Educator Shoe 
Corporation line. 
For many years, 
Harry sold the 
Frank & Hyman 
line, covering the 
big buyers, rolling 
up good records 
for himself and for his house. Harry 
showed the Educator line at the Chi- 
cago Convention and was much en- 
thused over the reception which his 
samples received. He states that on 
account of the liberal advertising which 
Educator shoes have been given that 
this footwear is already half sold as 
soon as he shows the samples; he at- 
tributes this to the liberal advertising 
which this line has been given for so 
many years; he also states that the in- 
stock service which he is offering to 
dealers is in itself one of his st 
sales’ talks. 


Harry Sobel 


C. EDMUNDS, one of the 
* genial gentleman from the 
South, has returned to the road and 
is now selling Chapline-Mayer Shoe 
Co. famous Arch Saver and Youthful 
Vogue lines in Virginia, West Vir- 
ginia, District of Columbia and West- 
ern Maryland. Mr. Edmunds has 
many years of road service to his 
credit, and the call of the wide-open 
spaces was too much for him to resist 
any longer. 


EORGE E. PHILLIPS, well known 

to the shoe trade in the Central 
States, is now representing the Chap- 
line-Mayer Shoe Co. of Milwaukee in 
the Southern Peninsula of Michigan, 
outside of the Detroit district. 


ERRY McGOVERN, whose first 

name, by the way, is really John, 
and whose middle name begins with S., 
has recently arranged to cover the 
volume trade for the Koss Shoe Co., 
in connection with Joseph Koss of that 
firm, and also for D. J. O’Leary Shoe 
Co., both factories located at Haverhill, 
with headquarters at Room 209, 207 
Essex Street, Boston. Terry is well 
known to buyers visiting the Boston 
market. He learned the business, as 
a young boy, at Sol Rosenberg & Son, 
where he spent ten years; for the past 
five years, he represented the Atkin- 
son Shoe Corporation and has been a 
familiar figure at the various style 
shows in his old territory of Pennsyl- 
vania, including Philadelphia, Ohio, 
and West Virginia. He reports that 
about 50 per cent of his demand is on 
pumps in fancy fabrics, with heels of 
22/8 to and including 24/8. He is also 
selling many sandals with cut-outs; 
patent leather and black satin pumps 
and ties are moving exceptionally well, 
he says. Terry predicts a big white 
season; he bases his assertion on the 
fact that last year white kid, white 
calf, and white cabretta were wanted to 
a much greater extent than merchants 
had the stock to fulfill the consumer’s 
requirements; and that every a 
in the country was practically cleaned 
out on whites. 
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C:H-ALDEN COMPANY 
Designers and 1 Makers of Mens Fine Shoes 





WHAT IS A CUSTOMER? 


“One who regularly and repeatedly 
makes purchases of, or has business 
dealings with, a tradesman or business 
house.” Webster. 


In short, one who doesn't shop around, but cus- 
tomarily buys from a house whose merchandise he 


has learned to depend on. 
One “customer” is worth twenty 


“shoppers”. 
Alden shoes have always been made to help mer- 
chants who sell them establish the sort of value back- 


ground from which customers 


are developed. 


Embassy Last 





FACTORY ano EXECUTIVE OFFICES, ABINGTON, MASS. BOSTON OFFICE: 1@ HIGH STREET 
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Light Shades Show Gain in Demand 
as Weather Stimulates Shoe Sales 


Sun-Burn Tones Move 
Better in Columbus, 
Indianapolis and 

Southwest 


CoLuMBuUs, OHIO (UTPS)—With 
the arrival of warmer weather and 
the approach of Easter, demand for 
shoes and footwear accessories in the 
shoe sections of department stores 
and retail shoe shops has increased 
-to a marked degree. In fact, trade 
during the early weeks of March 
was above the records of the same 
period last year and prospects are 
bright for a continuation of the good 
business during the remainder of 
the season. This activity followed a 
period of considerable dullness, at- 
tributed almost wholly to the cold 
and inclement weather of late Feb- 
ruary. 

The woman’s shoe department of the 
Dunn-Taft Co. reports a gradually 
increasing demand for meerschaum 
shades in kid shoes. This shade is one 
of the popular modes of the season and 
comes in one-strap, pumps and buckle 
effects. Linen shoes, made in basket 
weave cloth with fancy trimmings are 
also selling briskly at this store. One 
of the favorite linen designs is tan 
cloth with red web designs. Patents 
are selling quite well and there is also 
a good demand for biege and other light 
shades of kid. 

C. W. Shaefer, buyer for the shoe 
department at the John M. Caran Co., 
reports a growing demand for dul! 
colored black kids which are taking the 
place of patent to a certain extent. 
These come straps and pumps. Mr. 
Shaefer also had frequent calls for 
beige and sun-tan colored kids. 

V. C. Wene, buyer for the shoe de- 
partment of the Morehouse-Martens 
Co., is showing a large line of colored 
kids, designed to match the spring 
frocks. The sun-tan shade is gaining 
in popularity as the season advances 
while there are also calls for lighter 
shades. Patents are showing some 
activity at this store. 


INDIANAPOLIs, IND. (UTPS)—lIndian- 
apolis shoe merchants report sprin; 
footwear sales increasing. In men’s 
footwear, black and tan, are running 
neck and neck, with a good demand for 








Katz-Moser Honor Roll 


SAN ANTONIO, TEx.—During the lat- 
ter part of 1928, the Katz-Moser Em- 
ployees Association presented the firm 
with a large. four by six foot memorial 
at the time of the annual banquet. Each 
year a new slogan is adopted, the one 
for 1929 being “Over The Top,” the 
object being to beat last year’s figures. 
Those of the firm pictured are, reading 
from left to right, John Katz, Sid Katz 
and Meyer Katz, below is E. J. Moser. 





sports footwear. The demand for the 
latter is quite unusual for this time of 
the year, and merchants are unable to 
account for the early demand. In some 
instances a good volume of business is 
being lost, on account of being unable 
to show sports footwear. 

The demand for very light colors, in 
pumps and strap effects for ladies is 
very pronounced, and colors such as 
sun-burn, beige, blue and red are being 
called for. Sports footwear is in de- 
mand, especially what some dealers 
call semi-sports models. 


TULSA, OKLA. (UTPS)—Beige and 
brown sell heaviest in this locality, with 
navy and jay blue gaining as the 
weather becomes warmer. The in- 
crease in sales of jay blue is especially 
noticeable. Brown-Dunkin finds that 
these shades, especially those being very 
lightly trimmed with brown, are their 
most popular numbers, and that models 
having cuban heels take very well. The 
trimmed shoes are more popular than 
the very plain ones but those having 
only small touches of trimming are 


more favored than the elaborately trim- 
med ones. B. L. Adams, manager of the 
Woman’s Shoe Department of Brown- 
Dunkin says that they find, at the end 
of six months in their new building 
their shoe business is increasing stead- 
ily. They have been doing especially 
well with the E. B. Reeds, comfortable 
arch shoe. 


Sun-Burn Colors Popular, 
Report Shoe Merchants 


CINCINNATI, OHIO—Fifth Street 
shoe merchants report business fair, 
but expect an improvement when the 
changeable weather is over. A survey 
of the shops shows that blond and 
sunburn kid are outstanding with a 
sprinkling of red and blue being sold. 
Black patent and black kid are fair, 
and reptiles are good everywhere. 

The shoe department at The Irwin 
Store is usually regarded as an aver- 
age shop, being average size, doing an 
average business and handling medium- 
priced footwear. It is hard to tell what 
is leading sales at this shop. Every- 
4 thing is selling with colored kid, black 
— black kid and satin very good. 

ome colored kid strap shoes of mod- 
ernistic design were introduced at 
Irwin’s opening and went over big. 
These, for the most part, were beige 
or tan with small overlaid columns of 
contrasting colors on the vamp. Blue 
kid is being offered the public and it 
is being favorably received. This is 
not only true with midnight -blue, but 
with some of the lighter shades as well. 
Black kid is coming to the fore at 
Irwin’s and will be a big factor in 
holding down spring patent sales. 


York Shoe Men Plan 
Semi-Annual Style Show 


York, Pa.—Elated by the success of 
their first style show, the Shoe Re- 
tailers’ Association of this city has de- 
cided to stage a similar review some 
time in December and to make it a 
semi-annual event in the future. The 
association held its monthly meeting 
here on the evening of March 25 and 
most of the session was taken up in 
hearing reports on the first review held 
March 14. 

The reports of the committees re- 
vealed that the total cost of the style 
revue was $233, that over 3000 persons 
witnessed it and that its results were 
evident in the pre-Easter trade. 

With the advent of spring, the asso- 
ciation members turned their attention 
to a brief discussion of the annual sum- 
mer outing held for the dealers and 
their staffs. This outing will be planned 
in detail at the next meeting of the as- 
sociation, April 15. 
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“Wark-Over SHOES * 
Sty le Leaders 


t 


An outstanding Walk- 
Over salesmaker — 
cool, comfortable, 
ventilated. No box, 
no .counter, velflex 
sole. 


Will attract attention 
in your window be- 
cause it is different. 
Will make satisfied 
customers because of 
its many comfort fea- 
tures. 


CARRIED IN STOCK 
As illustrated in Honey Beige and 
46 Elko with Gristle sole No. 4979 
Platinum Calf No. 1977 
No. 111 Tweed No. 3977 
Honey Beige Elko No. 4977 


Geo. E.Keirh COMPANY 


CAMPELLO, BROCKTON, A\ASS. 
St.Louis, Mo. 
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Louisville Shoe Merchants Cooperate 
On Drive on Comfort Footwear 


Advertise and Display Cor- 
rective Shoes ; Get News- 
paper Cooperation 


LOUISVILLE, K. Y.— Corrective and 
comfort shoes were stressed by Louis- 
ville shoe retailers during a cooperative 
“Footwear Style Week” which they 
staged during the week of March 18. 
Almost two solid pages in the Louis- 
ville Times of March 18 were devoted 
to editorial matter on shoes and ad- 
vertisements of shoe retailers. Included 
in the editorial matter was a reprint 
of an article by Dr. Frank Church, 
which appeared previously in the Boor 
AND SHOE RECORDER, and of articles on 
foot health appearing in Hygeia. 

Shoe retailers, whose advertisements, 
all on comfort or health shoes, ap- 
eared in the paper were Queen Quality 

oot Shop, Cantilever Boot Shop, 
Michael Shoe Co., J. Bacon & Sons, the 
Bon Ton, Walk-Over Shop, Edwin 
i. Stores, H. & E. Shoe Co., Byck’s 
and J. Zoll & Son. Most of the com- 
fort shoes advertised were from na- 
tionally known branded and advertised 
lines. 


Styleful Setting 
for Comfort Shoes 


WASHINGTON, D. C.—Higsby’s Kah- 
ler Shoe Store at 603 13th Street N. 
W. have installed a window display that 
has attracted a great deal of attention. 

The display of comfort shoes set in 
a modernistic setting of cubes and pil- 
lars painted jade green, silver and 
black, are proving to the foot consci- 
ous public that style is a leading factor 
even in comfort shoes. 

Dr. M. Braunstein, manager of this 
shop, is successfully selling a great 
many of Dr. Kahler shoes to the style 
conscious young women, and even the 
older woman is made to feel that age 
does not mean that only plain styles of 
shoes must be worn to be comfortable. 


Dayton Retailers Meet 


Dayton, OHIO (UTPS) —A large 
¢rowd attended the March meeting of 
the Dayton Shoe Retailer’s Association, 
which was held at the Gibbons Hotel 
recently. Speakers included Charles 
Reiling who discussed “Shoe Selling as 
a Proffession,” Dr. John A. Judy on 
“Correct Fitting” and J. R. Osanne of 
Chicago on “Selling More.” Attorney 
DeWitt C. Ashton acted as toastmaster. 


Huette Open Store 


St. Louis, Mo—The Huette Shoe 
Company opened its new men’s store at 
710 Olive Street, March 23. John L. 
Peters, associated with the company for 

past ten years, was made manager. 
oes at $5.00 and $6.00 are featured. 








Berlin Store Celebrates 
Sixtieth Anniversary 


Rheinhold Stiller 


BERLIN, GERMANY—The House of 
Stiller, one of the largest shoe stores 
in Europe, is celebrating its sixtieth 
anniversary in the same year that the 
present head of the house, Rheinhold 
Stiller, celebrates his sixtieth birthday. 
Several American lines of shoes and 
foot appliances are carried by this 
successful house. 


L. S. Ayres to Open 
New Men’s Shoe Dept. 


INDIANAPOLIS, IND. (UTPS) — The 
L. S. Ayres & Company will open a 
men’s shoe department on the second 
floor of their new building. The new 
department will be in charge of E. J. 
Bradley, formerly in charge of the 
men’s shoe department at Judd’s Men’s 
Furnishing store. The new line will be 
under the firm’s own packing, “Ayres,” 
and will retail at $6, fs $10 and $15 a 
pair. The department will be adjacent 
to the men’s furnishing’s department. 
The fixtures are of American matched 
walnut, and the stock is arranged in 
unit shoe sections, an entirely new ar- 
rangement in this city. Walter Rush, 
will assist Mr. Bradley in the manage- 
ment of the department. 

The women’s department, now locat- 
ed on the second floor of the old build- 
ing, will be moved to the fourth floor of 
the same building, and will have no 
connection with the men’s footwear de- 
partment. 


Sheehan, Inc., Liquidating 


PHILADELPHIA, March 18—Sheehan, 
Inc., retailer of the Wall shoe for men 
at 8 South 52nd Street, is going out of 
business. The stock is being sold at 
cost and the store fixtures are for sale. 

William C. Sheehan, president of the 
company, states that he may continue 
in the shoe business but has made no 
definite plans. 





Community Trade 
and Style Show 


ROSLINDALE, Mass.—The Second An- 
nual Trade Style and Auto Show of this 
community, one of the outlying wards of 
Boston, was held in the Municipal 
Building here from 2 p. m. to 10.30 
p. m., March 19-21. All the merchants 
of this section participated, with 
booths; while the shoe stores, milliners, 
and apparel shops made a special show- 
ing on a fashion runway, featuring 40 
men’s, women’s, and children’s models. 

T. J. Connors, manager of H. H. 
Storer’s shoe store, had charge of the 
style show. There was an afternoon 
runway display of children’s models at 
4 o’clock, on all three days; the evening 
runway display was devoted to grown- 
up models, and took place at 9.15 o’clock 
each evening. The color scheme was 
blue and gold. 

Ten thousand tickets, with coupons 
good for ten cents each, on a regular ad- 
mission charge of 25 cents, were issued; 
about 250 tickets were distributed to 50 
nearby boards of trade. The crowd 
jammed two floors of the Municipal 

uilding to see the style show, which 
took place on a 130 feet raised runway, 
extending from either side of the stage, 
and across the entire width of the hall. 
Shoes matched, or accented hats or cos- 
tumes; men’s, women’s, and children’s 
shoes and hosiery were shown. The fact 
that the models chosen were all “home 
town folk” increased the interest. 

; The lighting effects and the vaudeville 
“entre-acts” were excellent. Harry 
Storer, retail shoe merchant, was chair- 
man of the big event. 

The Roslindale Trade and Style 
Show originated in the shoe store of 
H. H. Storer, some seven years ago. 
Mr. Storer and Mr. Connors arranged 
a little runway; an orchestra furnished 
the music, and some of the nearby ap- 
parel shops co-operated; all home-town 
girls and boys acted as the models— 
the neighborhood folk “packed the 
house,” and sidewalk, too. Now the 
idea has grown to proportions suffi- 
ciently large to interest all of the mer- 
chants in this section—hence the more 
general nature of the affair—the mer- 
chants of Hyde Park, Waltham, and 
other little cities surrounding Roslin- 
dale, are doing likewise. However, as 
far _as Roslindale is concerned, the 
original shoe atmosphere remains as 
pronounced as ever, as Shoeman Con- 
nors of Storer’s presided over the style 
show, in which shoes were prominently 
featured for the whole family. 


Indiana Taxes Chains 


INDIANAPOLIS, IND. (UTPS)—One of 
the laws enacted by the assembly and 
signed by the governor of Indiana, was 
the House Bill, 197 (directed at chain 
ownership) licensing mercantile estab- 
lishments and gasoline filling stations 
in Indiana with the following fees: For 
one store, $3; two or more and not to 
exceed five stores, $10 for each store; 
for ten or more and not to exceed 
twenty stores, $20 for each store; for 
more than twenty stores, $25; placing 
administration of act with the state 
board of tax commissioners. Chain 
shoe stores operated in the business 
loop of Indianapolis outnumber private- 
ly owned establishments. 
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gives high quality 
at a price 
impressively low 


Merriam low prices are no gauge to quality. Here in 
Newton, under ideal working conditions, and with 50 years’ 
experience in the making of children’s shoes, we are able 
to blend fine leathers and Nature-form lines into quality 
shoes that really challenge competiti 
Hilda One Strap Leather Lined Turn 
5/8 C, D, E, $1.95 
84/12 B, C, D, $2.25 
1214/3 A, B, C, D, $2.85 
A new “In Stock” dress strap to meet the demand for a quality 
slipper at a moderate retail price. 
Samples on Request 


H. W. Merriam Shoe Co. 


Cradle to College Shoes 
Newton, N. J. 
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Officers Elected by 
Norfolk Association 


NorFo.k, Va.—The regular monthly 
meeting of the Tidewater Retail Shoe 
Dealers Association was held recently 
in the Walk-Over Store, 441 Granby 
Street. Following the transaction of 
routine business, the following officers 
were elected for the year: 

President, George W. Wray of the 
Carter-Wray Shoe Co.; vice president, 
Charles A. Nagel, of Smith-Ballance- 
Nunn, Inc.; secretary, Jesse D. Capps, 
of the Capps Shoe Co.; and treasurer, 
Thomas Flemming, of the Flemming 
Shoe Co. Walter D. Rosenberg, of Hof- 
heimers, was elected chairman of the 
Steering Committee. 

The next meeting will be held April 9, 
at which time the new officers will be 
installed and an educational film en- 
titled “The Romance of Leather” will 
be shown. 


Young Heads Nashville 


Shoe Association 


NASHVILLE, TENN. (UTPS)—H. M. 
Young, manager of Bell’s Booteries, 
Ine., Church Street was elected presi- 
dent of the Nashville Shoe Retailers 
Association at the annual meeting re- 
cently. He succeeds J. D. Gillis, of the 
Maxwell House Shoe Store. Louis 
Hershkovitz was elected vice-president; 
Miss Sadie Hartman was re-elected sec- 
retary-treasurer. A committee was 
named to investigate the conditions af- 
fecting the formation of a state associ- 
ation. This committee is composed of 
Morris Ellis and R, C. Barr. Plans 
for an eastern merchandising cam- 
paign were also discussed. 


Protest Sales Tax 


MempuHis, TENN. (UTPS) — The 
legislative committees that have been 
setting at Memphis and other cities 
during the recess have returned to 
Nashville, where the legislature recon- 
venes today. The sales tax legislation 
is meeting with considerable opposition 
among the merchants. A protest has 
been filed by R. S. Love, of the Mem- 
phis Retail Shoe Dealers body and a 
member of the Cook-Love Shoe Co.; 
also by R. C. Podesta, manager Hanan 
Bros. & Son; L. G. Bergman, man- 
ager Nisley & Co.; J. E. Perkins, of 
Perkins Shoe Co.; F. W. Stemmler, of 
Stemmler Bros.; T. W. Sherron of Sher- 
ron Shoe Co.; Henry Halle, of the 
Oak Halle Clothing Co. and a great 
many other merchants here. The 
wholesalers also are active in various 
lines of trade fighting this suggested 
tax on gross sales, the bill as drawn 
carrying with it severe penalties and 
other features objectionable to the 
merchants as they see it. 


Kjellberg a Manager 


St. Paut, Minn. (UTPS)—Harry C. 
Kjel has been made manager of 
the Walk-Over Shoe Co. store at 411 
Robert Street. He has been in the 
shoe business 17 rs. W. G. Eddy 
and H. H. Alexander, well known shoe 
men are now associated with this firm. 





New E. W. Burt & Co. Store 
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New York, N. Y.—One of the very attractive stores in the country, 
devoted exclusively to the sale of comfort and corrective shoes, is that 


of E. W. Burt & 


sixth Street, New York City. W. K. Thayer is the manager. 


Co., Inc., which recently opened at 33 West Forty- 


It has 


all of the-modern equipment of the best ny orthopedic footwear 


establishment, including a special room for 


ray. Its 50 chairs are 


upholstered in bright red, with framework in natural finished walnut. 


Fitting stools match the chairs. 


The wall paneling is in walnut, long 


mirrors dividing the rows of cartons, all within easy reach of the 
salesmen. A Craftex top extends to the ceiling; the seamless carpet 


is in green velvet and covers the entire floor. 
marble front is 20 feet wide. 


The black Carrara 
The store is 100 feet deep 








Lexington Spring Opening 


LEXINGTON, Ky. (UTPS) — About 
one hundred leading stores here, among 
them many of the fashionable retail 
shoe stores featured annual spring 
opening the present week, the event 
started the evening of March 19, spe- 
cial window and floor decorations and 
sponsorship by the retail division of the 
Lexington Board of Commerce, J. 
Henry Baynham, chairman. Special 
printed publicity appeared from Stansi- 
fer Booteries, 206 West Main; Bayn- 
ham Shoe Co., Main near Lime; Run- 
ge’s Shoes, Inc., 120 North Limestone, 

. L. Creelman, manager; Nisley’s, 116 
West Main St.; also from many of the 
department stores. 


D. F. Hallahan Dead 


PHILADELPHIA, Pa.— Requiem mass 
for Daniel F. Hallahan, 77, of 7126 
Lincoln drive, retired shoe merchant 
and real estate broker, who died sud- 
denly Saturday, March 16, at his shore 
home in Ventnor, was celebrated Thurs- 
day morning at the Cathedral of SS. 
Peter and Paul. Burial was in Holy 
Cross Cemetary. 

Mr. Hallahan had extensive real 
estate interests in Atlantic City and 
Wildwood. Prominent as a Catholic 
layman, he was a member of the Arch- 
bishop Ryan General Assembly and 
the Philadelphia Council of the Knights 
of Columbus. 





Crowley’s Fashion Review 


Staged in Theatre 


Detroit, Mich. (UTPS)—The shoe 
department of Crowley, Milner & Com- 
pany, large Detroit départment store, 
secured some excellent publicity and at- 
tracted much attention by means of a 
tie-up with the Publix presentation, 
“The Beauty Parlor Blues,” at the 
Michigan Theatre in this city last 
week. Crowley’s put on a $50,000 
Easter Fashion Revue in connection 
with the show, showing ready-to-wear 
and shoes handled by the company on 
living models in the theatre. 

Four performances of the fashion 
revue were given daily from Monday, 
March 18, until Friday, March 22, at 
1.33, 3.53, 6.33 and 9.53 p. m. The ex- 
hibition features all types and colors of 
shoes from sport, street, afternoon and 
evening wear for spring and summer, 
with footwear in the popular blonde 
shades predominating. Red, blue and 
perple kids were also shown, and rep- 
tiles. 


Slomer with Lazarus 


CoLumBus, On10—Friends of Alfred 
Slomer, formerly of the Rollman store, 
Cincinnati, will be delighted to hear he 
has just been appointed basement buyer 
for the Lazarus organization in Colum- 
bus, as well as the John Shillito Co., 
Cincinnati, which is now operated by 
Lazarus & Co. 
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Shipments from 
Brockton Reach 
High Mark 


BROCKTON, Mass.—Setting the best 
mark made in Brockton for nearly a 
decade, shoe shipments from this cen- 
ter for March totaled more than 50,- 
000 cases as a result of four weeks 
of production, during which an aver- 
age of better than 13,000 cases weekly 
were sent out. 

Figures for the first two months of 
the year are: ggg! 41,126 cases; 
February, 40,002, making a total of 
81,128 cases for that period. Add- 
ing more than 56,000 cases for March 
gives a total of 132,000 cases as com- 
pared with 113,000 cases for the corre- 
sponding period of last year, or a gain 
of approximately 19,000 cases during 
the first quarter. Since 1928 was one 
of the best in recent years in the mat- 
ter of production, manufacturers feel 
more encouraged by the showing. 

In a measure, the early Easter rush 
is credited with some of the increase, 
but the Bg ema is being fairly well 
sustained despite the approach of the 
holiday. 






Cincinnati Shipments 
Ahead of Last Year 


CINCINNATI, yt roe ys shipments 
are a little bit ahead of those for last 
season and shipping departments of 
local shoe factories will rushed for 
a week or two after Easter. Produc- 
tion slowed down a few days before 
Easter, but most factories will be able 
to resume a couple of weeks later. 

Orders coming in at this time favor 
medium shades of kid with sand and 
sunburn especially popular. Quite a 
bit of business for later delivery is 
coming in with the demand diversified. 
Red, green and blue kid are being 
bought for warmer day sales and some 
few were shipped out for the Easter 
sales. 

An unusual amount of interest is 
being shown in reptile footwear and 
those with reptile trim. Black patent 
is considered good and there is an in- 

demand for black kid. The 
demand for satin is rather conserva- 
tive, although it has been consistent 
since the first of the year and this is 
to be an average good season 


for it. 

Different types of one-straps are 
leaders in the pattern field, with pumps 
almost equally as good. A nice amount 
of sandal and oxford business has been 


booked for late spring and early sum- 
mer sales. 








J. H. Willett Joins 
Seiberling Rubber Co. 





J. H. Willett 


New York, N. Y.—J. H. Willett, for 
the last five years New York Branch 
Manager and special representative for 
the Cambridge Rubber Company, has 
joined the Sieberling Rubber Company 
of Akron, Ohio, as special represent- 
ative of the shoe products division 
handling the well-known Bearfoot 
Soles and Kemisuede, a material now 
largely used for quarter linings in 
shoes, etc. His work will be largely 
of a promotional character with the 
large chain stores, department stores 
and wholesalers in Greater New York, 
Philadelphia and Chicago. His exten- 
sive contacts in the shoe trade over a 
long period of years will be maintained. 
Previous to his alliance with the Cam- 
bridge Rubber Company, he was for 
five years in charge of Regent Ked 
Sales for the U. S. Rubber Company. 


Opens New York Office 


BROOKLYN, N. ¥.—Maurice A. Weiss 
of Strassburger-Styles announces that 
a New York office has been opened by 
the firm in the Marbridge Building, 
47 West Thirty-fourth Street, Room 
840. This is the first time in the life 
of the company that it has maintained 
an office in New York, selling having 
been done heretofore at the factory, 
557 DeKalb Avenue, Brooklyn. 
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Wolf Factory Busy 


CINCINNATI, OHIO— The Sam B. 
Wolf Sons Co., “American-Girl” Arch- 
Support Shoe plants, are at present 
operating nights and often working 
one-half day Sunday, to keep up with 
the demand, which, according to officials 
of the company, should continue for a 


long time. 

‘Thee D. Wolf has just returned to 
the Cincinnati office, from the Coast, 
where he covered the territory with H. 
K. Givens, representative for the Far 
West: Mr. Wolf says the business 
booked while he was there, is the largest 
in the history of “American-Girl” 


shoes. 


All Kinds of Leather 
In New York Display 


New York Ciry—American Leather 
Producers’ exhibit is nearly complete. 
Leathers for every purpose are now on 
display at the headquarters of this or- 
ganization at 1 Park Avenue, New York 
City. This exhibit, which includes every 
standard line, together with many less 
common leathers, has been assembled 
over a period of several months and 
parallels the traveling exhibit main- 
tained by the organization which has 
been used in department stores through- 
out the country for training retail sales- 
men to understand the specific merits 
of various leathers. 

This exhibit, which is open to repre- 
sentatives of all trades interested in 
any way in the use of leather, and to 
writers, includes showings of all the 
leathers used for shoe uppers and for 
soling; bag, case and handbag leathers; 
mechanical leathers; upholstery leath- 
ers; garment and glove leathers and 
book-binding leathers. 

It is considered by many to represent 
the best general exhibition of what tan- 
ners make that ever has been gathered 
together in a small space. ‘ 


Field Bros. to Expand 


BROCKTON, Mass.—The Field Bros. 
Shoe Co. of East Bridgewater has signed 
a contract with one of the largest mer- 
chandising organizations in New Eng- 
land to manufacture an average of 
240 pairs of shoes daily for sale in 
chain stores, and the increased busi- 
ness has made it necessary for the 
company to call for speed on the addi- 
tion being planned at the East Bridge- 
water plant. It is hoped to break 
ground for the building by next. month 
and to have it ready for operations by 
early in the fall, at the latest. 


Officers Are Elected 


MARBLEHEAD, Mass.—Marblehead 
Shoes, Inc., a cooperative enterprise for 
the making of women’s novelty style 
shoes, recently elected officers as fol- 


John T. Adams, president; Horace 
W. Murray, vice-president; Malcolm 
L. Bell, treasurer; John F. Williams, 
assistant treasurer; Frederick A. May- 
berry, clerk. Horace W. Murray is 
Manager of the factory. 





St. Louis Wholesale 
Trade Shows Gain 


St. Louis, Mo. — The past week 
throughout the wholesale shoe district 
on ashington’ Avenue business has 
taken a complete turn-about with prac- 
tically all houses reporting increases of 
a substantial nature. 

One large in-stock house reported at 
least a 20 per cent gain in shipments 
sufficient to overcome for the period 
the slight decrease shown up to the 
present month. March in 1928 was one 
of the largest months of the Spring 
season and the present increase in vol- 
ume should make this month outstand- 
es the records. 

he Northern territories are re- 
ported as showing a decided improve- 
ment according to one off the big insti- 
tutions. With most of the firms count- 
ing March in, as one of the best months 
of the present period predictions are 
being made that April also will show a 
decided betterment over the same pe- 
riod of a year ago. 

The specialty houses are all busy 
with reports from one of the larger in- 
stitutions indicating business is equal- 
ling the volume of a year ago. Dark 
blue kid is reported as being outstand- 
ing in one of the principal factories. 


Mrs. F. A: Sherwood Dead 


ROCHESTER, N. Y.—The wife of Pres- 
ident Frederick A. Sherwood, of the 
Sherwood Shoe Co., died recently at her 
home here, at the age of 71 years. Mrs. 
Sherwood was one of the last repre- 
sentatives of the older families which 
in the early days of this city constituted 
an intellectual coterie, giving to the 
Third Ward the name of the Cultural 
Center of the City. 

Mrs. Sherwood was a direct descend- 
and of William H. Cheney, one of the 
first residents of Rochester, and was 
the daughter of Mr. and Mrs. John W. 
Dodd, prominent in Rochester society 
in past generations. She was born in 
1857 in a house which had been in her 
family for 82 years. She was a grad- 
uate of Livingston Park Seminary; a 
member of the board of directors of the 
Alumnae of that college; a charter 
member of the Century Club; member 
of the board of directors and a former 
treasurer of the S. P. C. A.; a member 
of the D. A. R.; president of the 
Woman’s Guild, First Presbyterian 
Church; vice-president of the mission- 
ary society of the same church, and 
President of the Monday Afternoon 
Reading Club. 

Besides her husband, she leaves a 
married daughter and three grand- 
children. 


Nagel Joins Smith- 
Ballance-Nunn 


NorFOLK, VA—Charles A. Nagel, 
well known salesman, has joined the 
staff of Smith-Ballance-Nunn, Inc., 
after having been with S. J. Thomas & 
Co. for twenty years. This firm fea- 
tures high grade footwear, catering to 
an exclusive clientele. This new firm 
announced the acquisition in its news- 

per —- reproducing Mr. 

agel’s photograph. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


FOIK 1,» 4 ) 


NATIONALLY KNOWN 
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PARISTYLE FOOTWEAR MFG. CO., IN@. 
Factory and Salesrooms 
40-46 West 25th St.. New York City 
$27.00 per doz. and up 


Osteles 
sont on 
request 


HIGH GRADE TURN MULES end D’ORSAYE 





WHERE TO BUY 


Store Fixtures 


4 COPY PTH? 


NEW GOODWIN CATALOG 


>of SHOT TORE FIXNTYRES 
ur STORE INSTALLAJIONS 
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WHERE TO BUY 
Slipper Supplies 


POMPOMS AND ROSETTES 


The right merchandise at the right price 


Samples sent on Mp 
BY-GRADE SLIPPER SUPPLY CO 
GPR Rreadway New York (tr 




















WHERE TO BUY 
Wooden Beach Shoes 


aime 


These smart, colorful Wooden Beach 
Sandals in models for Men, Women, 
and Children. Men’s model shown 
above. Write today for price list. 









Sunshiae Novelty Co. 530 Broadway, New York City 





WHERE TO BUY 


Women’s Shoes 





TO RETAIL 


TO RETAIL 
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REST-O-ARCH 





Novelty Corrective Shoe 
15 STYLES IN STOCK 








WHERE TO BUY 
Standard Shoe Materials 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 























Veteran Publisher Dies 





Rudolph Charles Jacobsen 


Members of the shoe, leather and 
hide trades were inexpressibly sad- 
dened last week to learn of the death 
March 21 of Rudolph Charles Jacob- 
sen, founder of “Hide and Leather,” 
“The Chicago Daily Hide and Tallow 
Bulletin” and “The Hide and Leather 
Year Book.” Mr. Jacobsen experi- 
enced a nervous breakdown some two 
years ago and his constitution thus 
undermined was susceptible to the rav- 
ages of heart disease. He is survived 
by his widow and one son, Owen Par- 
dee Jacobsen. The latter, formerly 
associated with his father in the field 
of trade journalism, is now identified 
with New York City financial inter- 
ests. 

Funeral services were held at The 
Edgewater Beach Hotel, Chicago, 
March 22, with interment at Rose Hill 
Cemetery. Employees of the Jacobsen 
Publishing Co. acted as pallbearers. 

R. C. Jacobsen was born in England 
68 years ago. In that country he 
gained a practical rudimental knowl- 
edge of heavy leather tanning before 
coming to this country with a brother, 
E. C. Jacobsen. He was attracted to 
trade journalism, becoming identified 
with such papers as “The Shoe and 
Leather Reporter” and “The Shoe and 
Leather Review” before establishing 
his own publication, the “Hide and 
Leather,” in 1889. He continued asso- 
ciated with that paper until his death. 
He will be remembered by many tan- 
ners and shoe manufacturers of the 
passing generation as the originator of 
shoe and leather fairs in this country, 
conducting the first such trade activity 
in 1904 at the Chicago “Coliseum” and 
continuing the “Fair” for several 
years, patterning the show after the 
London shoe and leather fair conducted 
by John T. Day of the Shoe and 
Leather Record, of London, Eng. In 
the early days of the Association of 
Commerce of Chicago, Mr. Jacobsen 
was an active, resultful worker when 





Paul Moody and his associates were 
laying the foundation for the world’s 


greatest organization of business men 
associated in community efforts. 

As president of the Chicago Trade 
Press Association and as a loyal long 
time worker in the ranks of the Chi- 
eago Press Club he fostered many 
movements associated with “the fourth 
estate.” 

Possessed of a brilliant mind, an in- 
domitable determination and a fine fa- 
cility of expression, “Charlie” Jacob- 
sen leaves an imprint in his chosen 
field of effort which will be evidenced 
wherever men of his generation meet 
in shoe, leather and kindred trades. 





Shoes to Be Exhibited by 
Methuen Board of Trade 


METHUEN, Mass.—One of the fea- 
tures of an industrial exhibit which is 
to be held here April 3 by the Methuen 
Board of Trade will. be a display of 
women’s novelty shoes made in the 
plant of the Methuen Shoe Company, 
of which A. J. Mahoney is president. 

This —— started work in its 
present plant last August with 160 
workers on the payroll and now has 
nearly 200. 

In connection with the exhibit there 
will be a banquet, at which the speak- 
ers will be Governor Frank G. Allen; 
Louis S. Cox, Superior Court Justice; 
Charles H. Eames, —, and prin- 
cipal of the Lowell Textile Institute; 
Major Charles T. Cahill, of the United 
Shoe Machinery Corporation, and John 
F. O’Connell, of the advertising firm 
of O’Connell-Ingalls. 





Barnet Leather Co. 
Holds Annual Meeting 


New York Ciry—At the annual meet- 
ing of the stockholders of the Barnet 
Leather Co., Inc., with tanneries at Lit- 
tle Falls, and headquarters at 1 Park 
Avenue, New York City, the following 
officers were elected: 

President, J. Carl Liily; secretary, 
Edward B. Levy; treasurer, A. Stanley 
Downing; assistant-treasurer, Raymond 
R. Farley. Directors: J. Carl Lilly, 
Sylvan M. Barnet, E. Laurence White, 
Benjamin F. Feiner, Edward B. Levy 
and A. Stanley Downing. 

The regular quarterly dividend of 
1% per cent was declared on the pre- 
ferred stock, payable April 1. 





Second Plant Equipped 
by the Rich Shoe Co. 


MILWAUKEE, Wis.—The Rich Shoe 
Co., Milwaukee, is outfitting a second 
factory which is expected to be in oper- 
ation soon, producing from 1000 to 1400 

airs per day at 655 Buffum St. The 

cKay shoes, which heretofore have 
been made at the company’s main plant, 
119 Chicago St., will be made at the 
new plant and the production at the 
main location will be confined to the 
new a rocess. 

Through the Milwaukee daily papers, 
the Rich company recently announced 
the purchase by O’Connor & Goldberz, 
Chicago retail merchants, of a substa»- 
tial interest in The Rich Shoe Co. 
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Selby Backs Pyrrole 


PoRTSMOUTH, OHIO, (UTPS)—The 
Selby Shoe Co., announced that it is 
backing the newly organized Pyrrole 
Products, Incorporated at Columbus re- 
cently with a capital of 300 shares of 
no par value stock. The company was 
—e for experimentation on the 
utilization of waste leather and other 
products. Joseph Michelman, a well 
known chemist is in charge of the ex- 
perimentation and he has been operat- 
ing a laboratory on Spring Lane for the 
past year. Mr. Michelman has secured 
several patents on products made from 
waste leather. 


Lynn Shoe Factories 
Report Slight Luli 


LYNN, Mass.—Business eased off in 
the factories here after Easter shoes 
were shipped, and it is expected that 
thi will jog along moderately for 
a while. Important matters, like the 
tariff and prices, are being readjusted, 
and the course of the trade won’t be 
clear until they are settled. Yet there 
is confidence in plenty, and it may be 
reported that some concerns have al- 
ready started work on new fall styles. 
especially those firms who take their 
styles seriously and desire time to work 
them out in the full detail of art in 
footwear. 

New styles for immediate delivery 
keep coming along. Vamps of raffia, 
beautifully decorated, have appeared 
in the factories, and as a pair of these 
vamps costs $5 and up, some idea may 
be had of the value of the completed 
shoes. Quite a run on fabric styles 
is a common prediction, and the fabrics 
include the printed satins, art silk, 
crépe, linens, rayonized cotton, and so 
on PSirhese materials will be used for 
vamps and quarters, and the trimmings 
will be of fancy leather. Many fac- 
tory racks look like little rainbows, so 
many and so delicate are the colors 
on them. And for contrast, a sales- 
man reported last week that he had 
sold more black kid than he expected. 

Sport shoes are coming along strong, 
as is always the case when the season 
for out-of-door activities begins. Some 
are punched with many holes in vamp 
and quarters, many holes round and 
some oval-shaped; or they are tipped 
and foxed, and the tips and foxings 
are pinked and perforated. It is ex- 
pected that this run on doggy oxfords 
will be followed by a demand for plain 
oxfords and ties of the tailored type, 
featuring invisible seams in the uppers, 
a new stunt in shoe stitching, and, 
also, seams pressed with the precision 
of a knife edge, finely ground. 


One Cent Sale Draws 


BIRMINGHAM, ALA. (UTPS) — Ap- 
parently the one cent shoe sale is some- 
thing new for Birmingham. Last week 
the All-America Shoe Co., which has 
been absorbed by the Coliege Slipper 
Shoe Co., decided to get rid of its stock 
in a hurry. They staged a one cent 
sale, one pair of shoes at regular price 

one pair at one cent, and had 
crowds blocking the front door prac- 
tically all day. 





Liquidation Rumor Is 


Denied by Lattemann 


BROOKLYN, N. Y.—Rumors that the 
John J. Lattemann Shoe Mfg. Co. is 
contemplating liquidation are emphati- 
cally denied by Justus J. Lattemann, 
the president. 

“On the contrary,” says Mr. Latte- 
mann, “the reorganization which has 
been going on, and which may have 
led to the liquidation rumors, has had 
for its object the strengthening of our 
factory personnel. We are introducing 
new biood into the firm and new ideas 
in lasts, patterns and shoemaking 
methods. I am glad to say that some 
of our customers who have been aware 
of our plans have complimented us on 
the improvement in the shoes which we 
have shipped them recently.” 


Charles C. Burt Dead 


PITTSBURGH, Pa.—Charles C. Burt, 
dean of the corps of salesmen traveling 
for the Irving Drew Company of 
Portsmouth, Ohio, died in this city 
March 24, at the age of 59 years. For 
some time he had shared an office here 
with his son, Ralph. 

Mr. Burt who was familiarly known 
as “Turk,” had been in the employ of 
Irving Drew for more than 40 years 
and enjoyed the confidence and friend- 
ship of hundreds of merchants in Ohio, 
Pennsylvania and Nebraska, states 
which he had covered successfully year 
after year. The body was taken to 
Portsmouth, Ohio, his old home, and 
burial held there Wednesday, March 27. 


No Production Let-Up 
at Packard Plant 


BROCKTON, MAss.—Working day and 
night, expert repairmen in three days 
last week succeeded in repairing the 
engine in the plant of the M. A. Pack- 
ard Co. here after a break in the 
steam chamber resulted in an explo- 
sion. Three men escaped injury, and 
a panic in the plant was averted only 
because the veteran engineer had pres- 
ence of mind enough to turn off the 
flow of steam and hurry through the 
plant with John S. Kent, Jr., notify- 
ing the operatives there was no danger. 


New Nashville Shop 


NASHVILLE, TENN. (UTPS)—Nash- 
ville’s newest retail shoe store and with 
the only exclusive shoe basement floor 
in the city is now open at Second Ave. 
and the Public Square, in the building 
formerly occupied by Union Hardware 

The first or ground floor is devoted 
to popular priced men’s and women’s 
dress shoes. The basement shows a 

eral line. Children footwear is also 
andled. 

H. E. Maddux is manager. He was 
for 14 years buyer and manager for a 
large shoe house in Atlanta, Ga. L. H. 
Parrish is his assistant. Mr. Parrish 
was for nine years with the Florsheim 
Shoe Co. of Chicago. The basement 
department is in charge of S. H. Beas- 
ley, a Nashville man. The new store is 
styled the Boston Shoe Store. 


WHERE TO BUY 


Women’s Novelties 





im Steck $3 te $5 Sellers 


Easter Styles— 
$2.35! ! 


Fancy patterns, uni- 
formly clean shoes, fine 
fit and extra quality. 
Send for circulars! 
Samuel Cehen Shee Ce. 
72 es | St., Besten, 
ass. 

















WHERE TO BUY 
Ballet Slippers 





HAND TURNED, BLACK KID 
BALLET SLIPPERS 
IN STOCE 
Women's, $1.35; Misses’, $1.80; Children’s, 
$1.25. Mail orders promptly attended to 
Send for Samples 
ROTH & ROSENBERG SHOE OO. 


M urers 
124 N. 3rd St., Philadelphia 











BLOG SHOE CO., INO. 
147 Duane &t., 
New York, N. Y. 














saree 


Rights and Lefts 
Twe Grades 


Wos. Miss. Chi. 
$1.50 $1.45 $1.40 
1.86 1.80 1.25 wih. 

SUMNER 








825 West Monroe Chicago, Til. 











Popular Aesthete San- 
dal in Faun and 

Gray suede. Also, 

full line of danc- 

ing footwear 

and accessories. At once 
service. Send for catalog. 











Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave. 
Eagle Rock, Los Angeles 
California 
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WHERE TO BUY 


Dancing Taps 








CLOG DANCING 


TAPS 


Made of special aluminum metal so as to give 
the desired ring. Hastly attached. 
PRICE 20c Per Pair 
BROOKS SHOE MFG. CO. 
17265 No. 6th St., Philadelphia 














There’s Too Much Time 


Between Shoe Purchases 
[CONTINUED FROM PAGE 71] 


ticket for an extra pair could be given 

with the shoes. With the object that 

ou have in view, this extra call should 
worth the cost of a pair of laces. 

If you sell adjustable supports, you 
should strongly impress on customers 
the value of b ng these in at in- 
tervals for adjustment. This is a big 
help in getting them in several times 
ie winning their friendship. 

Advertising novelties and also souve- 
nirs may be used effectively. In a let- 
ter or circular sent to the customer list 
you can mention that you have a little 
souvenir at the store for them and 
them to drop in for it even if they don’t 
intend any purchases at the time. 

Don’t forget that the mail is a means 
of contact and you should use it to let 
customers hear from ba at regular in- 
tervals on a definite follow-up plan. 

These are some ways of ng cus- 
tomers back to the store between shoe 

urchases. You can devise other ways. 

@ more you use the better. The of- 
tener you get them in, the stro 
your hold on them. Keep up the fre- 
quent contact! 


New Baker Shoe Corp. 


BIRMINGHAM, ALA. (UTPS)—A new 
company to be known as the Baker 
Shoe Corporation was organized here 
last week. The company was incorpor- 
ated at $40,000. 

J. B. Toronto, was named president 
and Al Toronto vice-president. 

Present plans of the new company 
are to operate a chain of stores in vari- 
ous cities of the South, featuring shoes 
at $3.95 and $4.95. 

The company recently opened a new 
poor gay i Meuiagiine fe 

to 0 n ngham in 
the near future, according to J. B 
Toronto. 


— 


Horuff Opens in Detroit 


Derroir, Micn. (UTPS) — Horuff 
Shoes, one of a chain of forty-nine 
stores throughout the country, 
for business at 1115 Farmer Street, 
Detroit, on Saturday, March 23. The 
location is that of the former C. H. 
Baker Company and later the Lindke 
Shoe Company, of which were well 
known here a few years ago. 





Duluth Stages Display 


DuLutH, MINN. (UTPS) —Many 
shoe stores gle tg in the one day 
spring style conducted in 


— 

Duluth yearly. e latest styles in 
ladies’, children’s, and men’s footwear 
were shown in the specially decorated 
windows. The followi shoe stores 
took Bi in the style show: Panors, 
207 West Superior St.; Kinney Shoe 
Store, 25 West Superior St., and Beck’s 
Bootery, 232 Central Avenue in West 
Duluth. 


Baker Chain Opens 
Second Atlanta Store 


ATLANTA, GA. (UTPS)—A _ new 
branch store of the Baker Shoe Co. has 
been opened at 69 Whitehall St. with 
Abe Landau, formerly assistant man- 
ager of the original Atlanta store, in 
charge. 

The new store—which is the second 
of the Baker chain to be opened in 
Atlanta, the first being located at 1 
Whitehall St.—is located in the heart 
of the Whitehall street shopping dis- 
trict and is up-to-date in every respect. 

Twenty shoe stores are now operated 
by the Baker Shoe Co., other branches 
being located in Birmingham, New 
Orleans, Dallas, Houston, Nashville, 
games Kansas City and Cincinnati, 

io. 

Headquarters for the chain are main- 
tained in Atlanta. 


Ruby to Discontinue 


Separate Children’s Store 


Detroit, Mick. (UTPS)—On May 1 
the children’s shoe department of Al- 
fred J. Ruby, Incorporated, well known 
Detroit shoe retailing firm, will remove 
from its present location at 2114 Park 
Avenue, in the Women’s City Club 
building, to the women’s store at 1239 
Washington Boulevard. The children’s 
store will be discontinued entirely. A 
removal sale featuring all the new 
Spring merchandise for children from 
1 year to 16 years of age is now in 
progress at the Park Avenue location, 
at discounts ranging from 20 per cent 
to 50 per cent. The company plans to 
remove no merchandise whatever to the 
new location, but will start the new 
children’s section in the women’s store 
with new stock. 





F. & S. Boot Shop Moving 


MINNEAPOLIS, MINN. (UTPS)—The 
F. & S. Boot Shop, 2908 Hennepin Ave- 
nue, is one of the successful stores op- 
erating outside the central district. 
This is shown by the fact that this 
shoe firm is to move soon to 3007 Hen- 
nepin, where there is much — 
space. It is an evidence also that shoe 
travelers may succeed as retail store- 
keepers. The name is taken from the 
initials of the names of the two pro- 

rietors, J. I. Fowlkes and O. H. 

haeffer, who up to three years ago, 
were on the road for Roberts, Johnson 
& Rand, St. Louis. For this district 
the firm finds that the J. P. Smith shoes 
for men and the J. & K. line for women 
are desirable, also Starlight felts and 
Rollins hosiery. 





Where Furniture 
Sells Shoes 


[CONTINUED FROM PAGE 75] 


The Children’s Bootery shall be what 
really amounts to a free clinic for the 
giving of scientific advice which her 

jalists are qualified and willing to 
offer in the matter of corrective treat- 
ment for those who have been wearing 
awenetty fitted shoes. This is Miss 
Frank’s first experience in the shoe 
business, but she has associated with 
her some very able people who are spe- 
cialists in the matter of footwear. Jack 
Schultz, formerly with Bullocks, and 
Miss H. Kirby, recently with Weather- 
by Kayser, are both well known to the 
trade. They are inviting mothers to 
bring their children in for consultation 
and profit by the service which is being 
offered, even though they do not buy 
shoes. This privilege is already being 
taken advantage of to quite an extent, 
for ordinarily similar advice is quite 
out cf reach of the family in moderate 
circumstances. 

The Children’s Bootery is specializ- 
ing in footwear for children from their 
first stiff soled shoes until they are 14 
years of age. They also carry infants’ 
shoes in order to more fully accommod- 
ate their customers. The shoes are 
moderately priced ranging from $4.50 
to $10. 

This exceptional shop is located in 
the new Brown Derby Building, on 
Vine Street in Hollywood. Adequate 
parking space has been provided which 
adds to the convenience and service af- 
forded. 

One of their promotional ideas is the 
guest book in which the youngsters or 
their mothers inscribe their names and 
date of their birthday, and as the dates 
roll around each child will receive a 
greeting card and a little gift. Another 
is the plan to hold occasional tea parties 
for their little customers, each time 
having some child celebrity of the films 
in attendance as an honored guest. 





$4.00 Shoe Store Opens 


Boston, Mass.—Clydes, a new $4 
women’s shoe store, was opened by the 
Messrs. Bluestein, who conduct the 
Wilbar’s Shoe Stores, on Saturday, 
March 23, at 85 Summer Street, and 
did a big business. 

A full-sized, cretonne-lined, double- 
lock week-end case was given away 
with every — of shoes. The pat- 
terns in shoes included straps, ties, 
and pumps in mat kids, stone patent 
leather, colored kids, crepe satin, genu- 
ine lizards, sport oxfords, and health 
shoes. In addition to shoes, hosiery 
in all silk chiffons and service weights, 
with the new French heels, sold read- 
ily at $1.14 the pair. 





Reynolds Discontinuing 


Detroit, Micu. (UTPS)—R. J. Rey- 
nolds, shoe merchant in the village of 
Iron Mountain, in the upper pensinsula 
of the State, is holding a closing out 
sale preparatory to discontinuing busi- 
ness. e operates under the style 
Broumart Shoe Store. 
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Whatdoes Corrective mean? 


A weak arch cannot be 
corrected without being 
restored to its proper posi- 


tion. This could not be done 


all at once, as the pain would 

be intense. The arch must 

be raised very slightly at first, 

and then gradually raised again 
several times as improvement 
permits. To accomplish this a sup- 
port must be adjustable. A steel 
shank buried in a shoe is not adjust- 
able—except downward. Hence there 
is no such thing as a corrective shoe. 


Dt Scholls 


Corrective Foot Appliances 


are truly corrective and your salespeople 
can quickly learn to fit and adjust them 
with ease and accuracy. 


Our Educational .Departmert instructs 
them thoroughly in determining just 
where support is needed, and just how 
much, for each foot. Selecting the proper 
Dr. Scholl appliance and fitting it accu- 
tately with the aid of Dr. Scholl’s 











Easing a fallenarchand 
halting its further drop with 
a Dr. Scholl appliance. 


Arch Fitter is by no means difficult for 
Scholl trained salesfolk. 


Having the customers call back for ad- 
justments at intervals of a few weeks is 
a great merchandising aid. They highly 
appreciate this service, which takes but 
a moment. 


This service to foot sufferers is positive. 
It is constructive. 
It enables you to 


With this Arch Fitter 
Dr. Scholl’s Corrective 
Foot Appliances may 
beadjusted in amoment 
for an exact fit or to in- 
crease the elevation as 
thecondition of the foot 
improves. 


make steady customers and boosters 
where you now make transient sales. 
Your store will be the journey’s end for 
hundreds who have for years been seek- 
ing comfort in shoes. Your profits on 
the Dr. Scholl system of foot comfort 
will help pay your rent. Dr. Scholl’s 
new improved arch supports and foot 
remedies have been the world’s stand- 
ard for 25 years. 


THE SCHOLL MFG. CoO., Inc. 
Largest Makers of Foot Appliances in the World 


213 W. Schiller St., Chicago 


62 W. 14th St., New York 


112 Adelaide St., East, Toronto 


Granville Square, London, E. C. 
Branches in the leading cities of the world 


Raisingthe appliance atrifle 
after a few weeks as condi- 
dion of foot improves. 


Arch fully restored to its 
normal contour on third ad- 


justment of appliance. 
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Bi Is Always 
2s Resultsit. 


Its Publications Broadly 

Cover the Following 

Industries and 
Trades 


Automotive 
Automotive Industries 
Automobile Trade Journal and 

Motor Age 

Motor World Wholesale 
Commercial Car Journal and 
Operation & Maintenance 
Chilton Catalog & Directory 
Automotive Industrial Red Book 
Chilton Aero Directory and 
Catalog 

































It is not the fact that the various publi- 
cations in the organization of the United 
Business Publishers, Inc., have corres- 
pondents in every corner of the world 
that makes for leadership in its many 
units. 


It is the results of the accomplishment 
of these men, specially trained in their 
Hardware separate fields, that count. 

Hardware Age 

Hardware Age Catalog 
Jewelry 

The Jewelers’ Circular 
Metal Trades 

The Iron Age 
Optical 

The Optical Journal 
Petroleum 

The Petroleum Register 

Oil Field Engineering 

Allen’s Superintendents Hand 

Book 

Plumbing & Heating 

Sanitary & Heating Engineering 
Shoe 

Boot & Shoe Recorder 
Textile 

Dry Goods Economist 

Dry Goods Reporter 

The Drygoodsman 

Pacific Coast Merchant 
Toys 

Toy World 
Warehousing 

Distribution & Warehousing 


Profiting from their efforts, is the priv- 
ilege of every unit in every field covered 
by U. B. P. publications. 


Extensive information that may be of 
great importance to you is available in 
each issue of all U. B. P. publications, 
and in the files for your inspection and 
study at any time. 






































Controlled by the UNITED BUSINESS PUBLISHERS, INC§ Dist 


239 WEST 391H STREET - - - - - - - - - - - NEW YORK CITY§~ W- 


OFFICERS: 
A. C. PEARSON, CHAIRMAN Cc. A. MUSSELMAN, VICE-PRES. 
F. J. FRANK, PRES. ARNOLD L. DAVIS, SEC’Y F. C. STEVENS, TREAS 
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sIthat Count / 


Distribution & Warehousing 
239 W. 39ru ST. NEW YORK CITY 


Controlled by the 
United Business Publishers, Inc. 
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POSITIONS WANTED 
LINES WANTED 

ALL 
ALL es ee 


4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

OTHERS 

7c per word. Minimum Charge $1.25 

per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
Wheu advertisers desire answers to come in our care 
twelve words must be allowed for address. When ed- 
vertisers desires replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 



































SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 














Foremost cut steel buckle house wants live wire shoe 
salesman to carry line as side line on a commission 
basis. Write, stating experience and reference. Ad- 
dress, B-38, care Boot and Shoe Recorder, 80 Federal 


St., Boston, Mass. 









Salesman Wanted 


For several very desirable 
territories to sell fast line 
of Ladies novelty shoes 
carried in stock. Big pro- 
position. Liberal commis- 
sions. State experience and 
give references when ap- 
plying. 

Address B-23, care Boot and Shoe 


Recorder, 80 Federal St., Boston, 
Mass. 














Salesmen Wanted 


For ARKANSAS, KENTUCKY 
and TENNESSEE and several 
other desirable territories to sell 
fastest line in-stock ladies high 
styled novelty shoes priced three 
fifteen and three eighty-five. Lib- 
eral commissions and real oppor- 
tunity for permanent connections 
and earnings. 
Address Shu-Stiles, Inc., 
1830 Washington Ave. 
St. Louis, Missouri 


Salesmen Wanted 


By a Saint Louis Distributor of 
ladies strictly novelty shoes popular 
priced for ARKANSAS, MISSIS- 
SIPPI and OHIO territories. Big 
proposition for a hustler and sales- 
man with established business in 
territory. Liberal commissions. 
When replying give references and 
state experience. 
Address B-49 
care Boot & Shoe Recorder, 
80 Federal St., Boston, Mass. 


















$10,000 a Year 


Annual incomes of $10,000 can be earned 
by the right men—men experienced in 
selling to Department Stores and the re- 
tail trade generally. We require one 
salesman for the Eastern and one sales- 
man for the Middie Western, States, to 
sell our lines of British shoes, slippers 
and spats (men’s). Commission, etc. 
Only men with successful selling records 
will be considered. Address your reply, 
giving specifically experience, lines sold, 
territory covered and references to B-46, 
care Boot and Shoe Recorder, 239 W. 
89th St., New York City, N. Y. 























Middle western manufacturer wants 
man whose house does not object 
to his carrying small side line of 
half dozen popular numbers of 
leather house slippers—something 
a little different but proven sellers. 
insuring a nice re-order business 
wherever introduced. 7% on ship- 
ments monthly. References re- 
quired. Address B-42, care Boot 
and Shoe Recorder, 80 Federal St., 
Boston, Mass. 











Saas for Ohio with pa 1 ag of Cleve- 
land and vicinity. Must reside on territory 
and travel by auto. Children’s and women’s 
Welts, McKays and Stitchdowns. Large stock 
Commission basis. Address B-24, 

care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 





SHOE Salesmen we have several territories 
—— for a sideline consisting of spats and 

shoe ornaments. Applicants must submit ref- 
erences with their first letter. Manolis Manu- 
facturing Company, 4248 No. Crawford Ave., 
Chicago, Illinois. 





SALESMAN for Western Michigan. Must 
reside on territory and travel by auto. Chil- 
dren’s and Women’s Welts, McKays and 
Stitchdowns. Large stock department. Com- 
mission basis. Address B-25, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 





AN unusual proposition is open to several 
men, commanding good trade and covering 
their territories closely. Also resident men in 
the larger cities, to carry a side line of an ex- 
ceptional slipper line, soft and hard soles, for 
men, women and children, newest and attract- 
ive designs, se Very liberal com- 
mission on monthly settlements and bonus will 
be paid to men will qualify. Apply with 
full particulars . r first letter. Address 
B-3, care Boot Shoe Bm 239 W. 
39th St., New York City, N. Y. 





line infants’ popular priced turns welts. 
In Stock. ey aot tye 
ences. Address B-1, care Boot Shoe Re 





be a go- 
tails in first letter. 





ALESMAN—To carry a line of popular 
priced stitchdown shoes and sandals on a 
commission basis in~ the following States: 
Idaho, Nevada, Oregon, Washington, Montana, 
Minnesota, North and South kota. Must 
ter, and one who has access to large 
volume buyers. State experience and full de- 
Address B-26, care Boot 
sod Shoe Recorder, 80 Federal St., Boston, 
ass. 





Grade Line of IN-ST 


rated retailers need apply. 
for right men. Give full particulars in first 
letter. “¢~ B-37, care Boot and Shoe 
Recorder, 80 


| Sige haere OPPORTU NITY—Side-line 
salesmen wanted by manufacturers of High 
CK Men’s, Women’s and 
Children’s Leather and Satin Soft Sole S!ip- 
s. Only men who have following with 


rtment Stores, Shoe Chains and 


Federal St., Boston, Mass. 





SALESMEN WANTED with established + 

to carry a manufactured line of felt, 
leather and = house slippers MAST" 
FELTS, popular priced, on attractive strai nt 
commission basis. Territories open are Cali 
fornia, seeniciane, oe ang 


‘exas, parts 


‘exico, 

Wevsda, Utah and idaho. Bend eatvongece and 
im first letter. eeman 

Thompson Shoe Company, St. Paul. Minn 


Real money-ma ker 




















ites. A 
Corder, 84 
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SALESMEN WANTED 


SALESMAN WANTED for Western Texas, 

New Mexico and Arizona, to represent old 

established aeeeees cones big pon 

department of juvenile perience 

references first letter. Address B-34, care 

— Shoe Recorder, 80 Federal St. Be Boston, 
ass. 








WANTED—Salesmen to carry as side li 

full line of medium and high grade 

oe 4 Stitchdown S oe wen in st 
York, Ohio, Indiana, bama, Tennessee an 
other States. Commission . Give 
references in first letter. 

Boot and Shoe Recorder, 80 Federal St.. Bos- 


ton, 





‘represent WANTED. All territories to 

resent manufacturer of fabrics suitable 
or D’Orsays, McKays, Slippers, etc. Straight 
«en Address B-40, care and 
Shoe Recorder, 239 Ww. 39th St, New York 
City, N. Y. 





RARE OPPORTUNITY—We are changing 
representatives in the following States in 
which we have established trade: Arkansas and 
Louisiana, Indiana, Nevada, ‘Kentucky and 
Tennessee, City of St. Louis. Want men to 
carry our line of In-Stock Leather House Slip- 
pers as side line. Must live on territory and 
cover same close by auto. Give full particu- 
lars in first letter. No drawing account. 
Weekly settlements against orders received. 
Twenty men now successfully selling line. 
Easiest selling commodity in shoe game today. 


“Maid-Rite Corp. (Manufacturers), 35 York St., 


Brooklyn, New York. 





EXPERIENCED Shoe Salesmen to sell Man- 
ufacturer’s line of Women’s Goodyear Welt 
and McKay shoes. In-stock proposition. For 
New England, New York, Pennsylvania and 
east of icago. Six per cent commission. 
This is an excellent opportunity for the ener- 
etic workers. Address B-50, care Boot and 
hoe Recorder, 80 Federal St., Boston, Mass. 





POSITION WANTED 


TO LEASE 


MERCHANTS’ NEEDS 











A nationally known wom- 
en’s apparel corporation de- 
sires to make an immediate 
connection with a man who 
will lease our Shoe Depart- 
ments in four principal 
Michigan cities for a line of 
stylish women shoes to sell 
between four and five dol- 


lars. 


PUBLIX CHAIN STORES, Inc. 
370 W. 35th St., New York City, N. Y. 





$39.50 
For Complete 
Set 


Consisting of 1 table 
18”, 2 tables 12” 
high and 12 shoe 
stands 12-18 and 24, 
assorted. 

Solid American 


Walnut. 
Mee er Bases — 
Connections. 
Write for A, ~~. of —e Febrics 


THE HECHT FIXTURE CO. 
283 South Wells St. CHICAGO 

















FOR SALE 


SHOE STORE FOR SALE—In Northern 

_Arizona_Town—6000 Population, Santa Fe 
Division Point, main line, railroad shops— 
$350,000.00 monthly pay roll, new clean stock, 
exclusive agencies nationally advertised lines. 
This is the only exclusive shoe store in the 
town, A-1 location, modern front, doing nice 
cash business and future possibilities unlimited. 
For quick action $7500.00 cash will handle, 
(Owner has other interests). This is an op- 
Portunity of a life-time for a live wire and 
advise getting in touch at once, it won’t be on 
the market long. Address B-43, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 








WANTED TO PURCHASE 











Experienced manager of shoe manufac- 
0 business becomes available short- 
ly, due to liquidation. College gradu- 
Ee ~ = d Mid 


weg Melaye = sion smeaes, 
uw an en necessary 
selling. Will get results. Prefer posi- 
tion to — business as —— for 
owner. refer to people of standing 
in the trade. 
Address B-48 
Boot and Shoe Recorder, 80 Federal 
St., Boston, Mass. 











POSITION WANTED—Five years’ experi- 
ence retail shoe department. Eighteen 
months buyer and manager for department do- 
ing $30,000 annually. Excellent novelty sales- 
man. Orthopedic tter and graduate Practi- 
pest of two merge Desires change 2 . 
a or Georgia. twenty-one. ~— he 
ai. care Boot os "Shoe Recorder, 8 ‘ed- 
St.. Boston, Mass. 





argh el WANTED -Maseger and buyer 
of shoe store in Middle West, years ex- 
Perience in exclusive shoe store. “Married and 
thirty-three years old. Have sales record that 
ks for itself. Can furnish A-1 reference. 
ress B-47, care Boot and, Shoe Recorder, 
80 Federal St., Boston, Mass. 





LINE WANTED 


EXPERIENCED Salesman wants line of 

Women’s snappy shoes to retail at three and 
four doliars. Clev eland and vicinity, A-1 ref- 
émces. Address B-45, care Boot and Shoe Re- 
Recorder, 80 Federal St., Boston, Mass. 








PERIENCED Salesman desires line of 

Men’s Shoes to retail at four and 
five dollars. leveland vicipity. A-1 refer- 
ences. Address B-45 care Boot and Shoe Re- 
Corder, 80 Federal St., Boston, Mass. 


If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 


KIRSCH-BLACHER 
624 Broadway New York 
Phone Spring 1443 








TO BE SURE THAT YOU RECBHIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, 
or surplus stocks, ask us for our bid. 
(Beteb. 40 years.) 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y 














Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unenpived leases taken over. 
Phone or write. 


POSTER @ DEUTSCH 
436 Grand St. New Yok City 
Dry Dock 0352 














MERCHANTS’ NEEDS 





rth on, es | NOSay oe 





EYWOOD-WAKEFIELD Shoe 
Store Chairs give the utmost 
customer comfort in the smallest 
space. Our seating experts will be 
glad to help you on your require- 
ments, without any obligation on 
your part. 


| Heyes ood -Yf dike field 


itimore, Md.; Boston, Stns ; Buffalo, 
‘aKS Chicago, Iil.; Kansas City, Mo.; 
Los gs Anois, Calif.; pa y Yom. ~ \ 2 Es 


Philadelphia,Pa.; S: t.Lo 
NSun Promises Cally 


DOW 
DISPLAY | FIXTURES 


SEGALLE SONS 


923 ARCH ST. 








The advertising pages of the Boot and Shee 
Recorder constitute an almost inexhaustible 
source of information as to where and what 
to buy. They are worthy of your closest 
attention. 

























































Rose Marie Slipper 
Shop Open in Richmond 


RicHMonD, Va. (UTPS) —Rich- 
mond’s newest shoe store made its ap- 
pearance on Broad Street, in the heart 
of the city’s retail shopping center, 
March 22, when the Rose-Marie Slip- 
per Shop, at 205 East Broad Street, 
was formally opened to the public. The 
shop is one of a chain of stores operat- 
al Virginia, North and South 


The interior of the shop is unique, 
for a color scheme of rose and black 
is carried out in the decorations and 
furnishings. The walls and wood-work 
are in rose color and the boxes which 
contain slippers are in the same hue. 
A rose-strewn carpet, comfortable up- 
holstered chairs and mirror, 
framed in the same color, complete the 
effective color scheme. 

S. Goldstein, manager of the Rich- 
mond store, announced that the shop 
will carry a smart line of popular- 
priced footwear, featuring both French 
and American patterns. 

Richmond women were invited to 
visit the shop Friday, the opening day. 

p pink roses were given away as 
souvenirs to all visitors. 
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New Boston Store Open 


MemPHis, TENN. (UTPS)—The new 
Boston Shoe Store at 192 North Main 
Street, ecu Poplar Avenue, opened 
March The store has been attrac- 
tively fitted in a corner just across the 
street from the Municipal Auditorium. 
It had many customers and visitors 
Saturday and free souvenirs - were 
given, ladies silk hose and novelty gar- 
ters with each pair of shoes purchased 
on Saturday. 


Stix Introduces 


New Bench Made Line 


St. Louis, Mo.—Stix, Baer and Ful- 
ler y Goods Company’s shoe depart- 
ment has introduced a new line of 
bench-made turns in the Salon Depart- 
ment. The name adopted for this ultra- 
— footwear is “Copely” priced 

from $16.50 u - Al. Pauly, manager 
and buyer of the department, an- 
nounced good demand for the new line 
— satisfactory results at the open- 

ng. 


Emerson Opens Fifth 
Store in Detroit 


Detroit, Micn. (UTPS)—The Emer- 
son Shoe apr ger 4 opened its fifth De- 
troit store in the St. Claire Hotel 
Building, Randolph Ave. and Monroe 
Street, recently, featuring men’s and 
women’s shoes in the $6.60 and $7.50 
class, as well as Comfort Arch Shoes 
at $10. This is the forty-fourth store 
of the Emerson chain system. 


Kinney Adds Stores 
in Milwaukee 


MILwavUKee, Wis. (UTPS) — Plans 
for expansion of the G. R. Kinney Co., 
Inc., national shoe store chain here 
from four stores to six were disclosed 
recently by C. E. Heath, the Milwaukee 
manager of the G. R. Kinney Co. 

One of the new stores will be in the 
heart of the city at 612-614 Wiscon- 
sin Ave., and the other will be located 
at 3525 North Ave., in the busy north 
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Dainty as Lingerie cuANS 
of which they are almost a 
part, Greeley Boudoirs fulfill 
every woman’s idea of what a 
bedroom slipper should be. 
The best stores feature 
them. Do you? Sam- 
ples and prices 
your jobber — or write 


from 
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Extensive Alterations 
at C. A. Verner Store 


PITTSBURGH, Pa. (UTPS)—Follow- 
ing extensive alterations the C. A. Ver- 
ner Company, 249 Fifth Avenue, opened 
service in its relocated debutante shop 
on Thursday, March 21. The debutante 

is now on the first floor where it 
be of easier access to patrons. 

The Verner shoe company occupies 
four floors and the men’s shoe depart- 
ment will continue to be on the first 
floor in addition to the new shop. The 
second floor is devoted to women’s 
shoes. The third floor is for children 
and includes in addition a barber shop 
for both women and children. The of- 
fices are on the fourth floor. 





Memphis Bootery Opens 
Specialty Department 


MEMPHIS, TENN.—A new depart- 
ment, featuring Red Cross shoes, has 
been opened by The Bootery in its store 
at 43 South Main Street. Dr. A. T. 
Kelsey has charge of the chiropody de- 
partment, and associated with him is 
another well-known Memphis shoe man, 
Kendall Hunter, an expert in fitting 
specialty shoes. The department is 
very attractively finished and is fur 
nished with wicker furniture in de- 
lightful tones of ivory and light green. 





Pollock Opens in Raleigh 


. RateieH, N. C. (UTPS)—Pollock’s 
new shoe store on Fayetteville Street 
opened March 15. The beautiful new 
front and interior fixtures are by Ross- 
Frankel Contractors, Inc., New York 
City. Modernistic designs are featured 
in the entire store. Ladies shoes in the 
latest design are featured. 





Three New Stores Added 


New ORLEANS, La—Three addi- 
tional stores have been opened by 
Maurice Burnstein within the last two 
years, in addition to the several others 
now operated by him: The additions 
to this chain are the Famous Store 
and the Parisian, both in Jackson, 
Miss., and the shoe department in the 
Bedell store, New Orleans. 
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fr? UGH pavements, escalators, 
stairways, pullman steps, etc., 
are danger spots to slender wood heels 
attached with ordinary attaching 


nails. Safeguard your customers by 
using Alpha Wood Heel Screws. 


Their exceptional holding power 
sets the heels true and rigid, keeping 
them in exact position—gripped to 
the heel seat. Heels attached with 
Alpha Wood Heel Screws cannot 
become loosened or lost. 








UVC 
ALPHA 
Wood Heel 
Screws 
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Farsighted retailers 
forestall vain regrets 
by insisting on the 
use of Alpha Wood 
Heel Screws by the 
manufacturer. An 
important little detail 
that will safeguard 
your customer and 
help create good will 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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GETTING MORE 
SHOES SOLD RIGHT 
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ID it ever occur to you that every 

dollar that comes into the great 
shoe and shoe leather industry comes 
“through the till of the retail dealer 
in shoes?” Think that over. That's 
one reason why the Boot anp SHOE 
Recorper has been laboring steadily 
for months to increase the takings of 
those tills by urging better prices and 
more adequate profits. The merchants 
we are trying to jar into action are 
those who do not even know that they 
are voluntarily playing a losing game. 
Such merchants need awakening. 


VERY successful merchant advises 

a merchant starting in business, 
“You will never make any money, I 
mean real money, until you develop the 
hunger of customers for shoes, and at 
the some time keep your store stock 
hungry for shoes. Don’t starve the 
shelves, but keep them hungry. Fresh- 
ness is what makes shoes salable, rather 
than quantity of stock.” Here is a new 
principle—“The smaller the quantity in 
proportion to sales, the fresher the 
stock.” 

We are trying to show the mer- 
chant that a large stock which is an 
old stock isn’t as healthy as a small 
stock that is constantly renewed. There 
is a new spirit, vigor and vitality to re- 
tailing under this plan, and every mer- 
chant is waiting for its appearance in 
the issue of April 6. 










VULCO-UNIT 
BOX TOES 


4 


FOR SCHOOL AND 
PLAY SHOES 





vies essential today even in children’s 
school and play shoes... . Yet, above ail... 
children’s shoes must be durable. At the 
toe ... where style is most evident . .. where 





the wear comes hardest ... Vulco-Unit Box 





Toes provide the ideal combination — 





lasting style and comfort together with 





rugged wearing qualities 
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BECKWITH MANUFACTURING Co. 
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